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< HURON COPYSETTE is 


> advertised in leading business 
magazines on a regular sched- 

ule to make your selling job easier, 
yet it costs no more than non- 
| advertised brands. | 
HERE’S WHAT YOU GET 4 : | 
WHEN YOU STOCK our customers will want to buy §@ 
HURON COPYSETTE this recognized brand name 


FOR YOUR CUSTOMERS: leader. You owe it to them to 


FREE DIRECT MAIL i hele ate ROP ad Os O10) <a 4.) OM i SO 
PIECES 


they will ask for it by name! 


FREE SAMPLE FOLDERS 


FREE AD MATS 
é ADDRESS INQUIRIES TO DEPT. F 





IMMEDIATE SHIPM 
acc PORT HURON SULPHITE 
| & PAPER CO. port Huron, mic. 
"ikea IN Available in Canada through 
ro APSCO PRODUCTS, LTD., Toronto, Canada 
eee bats a *Licensed under Kerr Patent No. 2,557,875 a. 
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THEY’ GO TOGETHER! 


*Today’s attractive, efficient offices 
and HASKELL’S 


MODULAR WORK STATIONS 


Haskell’s new WS Modular Steel Furniture is a 
most exciting space conquest! More work output is 

today’s great need. And, that’s what Haskell’s 

WS Modular provides! Compact but adequate space 

with faster work-flow from one job to another. 

Not only more efficient—but handsomely designed iA 
with a wide choice of decorator colors. Available in rst 
standard or typing heights—and in the widest aa 
variety of sizes and pedestal designs to help you “ 
plan the most personal needs of every work <i 
station. All at Haskell’s most modest price level! 






























































Wustrated 
WS-9T 


Write for details and literature 
on Haskell’s WS Modular Line 








A great name in office steel 
/ VP.0. BOX 5273 ° PITTSBURGH 6, PA. 
SRB ii F25 New York Showroom: 440 Park Ave. South, N. Y. 16 








SHOWROOMS: New York + Chicago «+ Dallas + Denver + Los Angeles + Philadelphia « St. Louls 


WAREHOUSES: New York + Chicago + Dallas + Denver + Los Angeles + St Louls +» Tacoma 
---for more details circle 126 on last page 
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WHEN YOU DISPLAY BOSTITCH 
YOU IDENTIFY YOUR STORE WITH 

“THE BEST KNOWN NAME IN STAPLING” 
BECAUSE 


M@ Bostitch is backed by 30 years of national advertising. 


@ Bostitch is investing over four times as much in adver- 
tising (most recently published figures) as the next largest 
advertiser, to make this name help you sell the Bostitch line. 


Wi Bostitch says “see your stationer” in every advertisement 
directed to your prospects. 


@ Ask your Bostitch representative about the new colors, 
green and beige, that are available in the B8R and the B12. 


Profits are better and faster with BOSTITCH ’ 


ee oe oe STAPLES 





921 BRIGGS DRIVE, EAST GREENWICH, R. I. 
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DEAR 
READER 


Whether or not your side won 
the elections, you’ve got to admit 
the two-party system is good for 
business. This was brought te our 
attention several times during a 
post-election field trip in’ which 
we were able to talk with several 
dozen dealers. 

In January, as new regimes 
take over Washington and certain 
state houses across the country, it 
is painfully (to some) obvious that 
other office holders, bureaucrats 
and political appointees will be 
moving out. 

It’s the practice of these outgo- 
ing officials, we understand, to re- 
tire with themselves a variety of 
desk and_ office accessories ac- 
quired in the past two, four or 
more years. To the loser belong 
the spoils, you might say. As a 
result, new administrations can 
start with a clean slate, literally. 

Thus, our periodic political up- 
heavals create a substantial new 
market for anything not actually 
nailed down. This includes desk 
pads, staplers, pen sets, pencil 
sharpeners, chair mats, stamp 
pads, lamps, ete. If you don’t 
happen to live in Washington or 
a state capital, you might check 
to see whether this market extends 
to the county courthouse and city 
hall level. 


* * * 


Switchboard gals often have to 
use delaying tactics such as “He’s 
out for coffee,” “He’s busy now” or 
“He’s in conference,” but the best 
one I’ve heard from a stationery 
store is “He’s with a customer now; 
can he call you back?” I don’t 
know if he actually was with a 
customer, or if the phone girl was 
trained to use those words, or if 
the words were used consciously 
for effect, but any caller hearing 
them would recognize immediately 
the esteem in which customers are 
held. Being with a customer is 
one of the best of all reasons for 
not answering the phone. And it’s 
a wise switchboard operator who 
realizes this. 


Bricker 
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VOL. 41, NO. 1 


A Sales Forecasting Formula 

A Sale a Day for 12 Years 

How Is Your Walk-In Business? 

Showroom Success 

Better Selling In Windows 

As | See It: The Man in the Middle, py c. w. Clemen 


Promotion Possibilities for 1961 


Capsule Comments 

A Letter From Washington 

New Products 

In My Opinion, By Harold O. Shively 
News, People and Events 

Views of the News 

Yours for the Asking 

Classified Advertisement 


Stationers Calendar 


HAROLD O. SHIVELY 

DON FISCHER 

JOSEPH W. FELL, HAROLD SCALES 
HERB HOENE 





EARL HINTZ 


COVER: January is a time to 
look back and look ahead. 
Photos show the first typist in 
1872 (lower left), part of a 
contrasting window display ai 
Pierce's Stationers in Arcata, 
Calif. (upper left), a 1961 
secretary at work (upper 
right), and a data transmission 
unit that can send 150 numbers 
or letters a second over tele- 
Phone or telegraph lines. 


DAVIDSON PUBLISHING COMPANY 
1 East First Street, Duluth 2, Minnesota 
New York 1: Robert Shearman, 250 Fifth Ave., MUrray Hill 3-4723 
Chicago 1: 221 North LaSalle St., CEntral 6-1600 
Los Angeles 34: Dick Meyer, 3137 Kelton Ave., BRadshaw 2-1456 
San Francisco 5: J. A. Converse, 274 Monadnock Bidg., 

YUkon 2-3029 


MODERN STATIONER is published monthly by Davidson Publishing Company, Publication 
office, Duluth, Minnesota; Editorial and Executive offices, 1 East First Street, Duluth 2, Min- 
nesota; Business offices 250 Fifth Avenue, New York 1, New York; Marshall Reinig, president; 
Robert Edgell, executive vice president; Harold O. Shively, vice president; Anita Reinig, 
secretary, Gene Kuefner, treasurer. Single copies 30c. Subscription rates, $3.00 per year; 
Canada and foreign, $5.00 per year, 
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ROYAL'S SPECIAL VOLUME DISCOUNT PRICES MAKE EXTRA PROFITS FOR YOU! 


COMPANY 


Phone Number 


FIRM NAME 


DESCRIPTION OF YOUR PRODUCTS 
a Address City & State | 




















Date i Bae eee Eh eke 
Name- 
Address___ — 
City — __ State ee: y 
6 
CAR LICENSE | STATE MAKE OF CAR 
ARRIVED DEPARTED ROOM NO. NO. PERSONS 
A.M. AM 
P.M, P.M : 











PLEASE PAY IN ADVANCE 





















NOTICE TO GUESTS 


; 

; 
T RESERVES RIGHT TO REFUSE . ay 
4 





THIS PROPERTY IS PRIVAT 
ELY OWNED AND MANAG 
EM 
TO ANYONE, AND WILL NOT BE RESPONSIBLE oa 


LOSS OF MONEY. JEWELRY AND VALUAELEC diese 


ENTS ORIN y 
NY KING - JURY TO GUESTS OR FOR 


THANK YOU 


PLUS 40% SAVINGS VIA 
ROYAL'S SPECIAL EXPRESS RATES 


DEALER’S ADDRESS WEIGHT REG. EXPRESS ROYAL RATES 

















NEW YORK, N.Y. 75 lbs. $3.97 $2.44 
DETROIT, MICH. 75 lbs. 6.21 3.84 
ATLANTA, GA. 75 lbs. 7.21 4.36 
ST. LOUIS, MO. 75 lbs. 7.55 4.54 
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Everything you need to close almost any sale— 
backed by the name that assures customer acceptance 


There are many brands and hundreds of adding 
machines to choose from. They all add. But what 
do they add to your sales flexibility and profits? 


Remington lets you talk business to virtually all 
customers with only 5 models—4 adding machines 
and 1 cash register. Each machine has top cus- 
tomer acceptance —trouble free engineering — and 
the sales magic of the Remington name. 

The Remington name pre-sells the machines, and 
superior Remington engineering keeps them sold. 


If you'd like to make your inventory work harder 
and more efficiently, see your Remington Rand 
representative or write: Remington Rand, Room 
MS-011, 315 Park Ave. South, New York 10, N. Y. 
Full line coverage with minimum investment 

(1) Economy Hand Adder, model 71. (2) Full Feature Hand Adder, 


model 2. (3) High-Speed Electric, model 3. (4) Full Keyboard Electric, 
model Fk 711. (5) Self Balancing Cash Register, model 322. 


KReemington. Fkand 
DIVISION OF SPERRY RAND CORPORATION 


--- for more details circle 141 on last page 
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“The person who recognized the importance of dealers and put this change into 
effect should be summoned into General MacArthur's suite at the Waldorf 
Astoria. A lofty eulogy should be spoken, and the honored one step to a ros- 
trum to receive a well deserved business medal.”’—Quotation in NOMDA 
Spokesman on Remington Rand’s opening up of standard typewriter and sys- 
tems sales to selected city dealers, a move described as “one of the biggest 
changes in merchandising of office machines in 50 years.” 
“The United States Post Office Department is now handling an enormous vol- 
ume of mail totalling 65 billion pieces annually, including a billion parcels. 
This huge volume is increasing steadily and is expected to double its present 
size in the next quarter century.”—Arthur Summerfield, U.S. Postmaster Gen- 
eral, in announcing new Pitney-Bowes Letter Sorter. 

¥ % * Ba 
“Today's interest in children’s art is directly related to the improved quality 
of the color and craft materials available for art education. Our job today 
is, through research, to find new synthetic colorings which are brilliant and 
lasting and at the same time continue to be safe for normal use.”—John M. 
Hamilton, Binney & Smith, Inc., at annual convention of The Crayon, Water 
Color and Craft Institute. 
“We expect this market to show the greatest growth of any business area in 
the Sixties..—Harold Strickland, General Electric vice president, explaining 
why GE is going into the computer and data-processing business “with both 
feet and for all the marbles.” 
“Ten years from now every product we manufacture will have to be made 
so that the image produced from the basic material will be usable on any num 
ber of copying processes . The dealer will become increasingly important 
in the age of automation, as within the next few years virtually every business 
will be automated to some extent.”-—John D. Edwards, vice president, Columbia 
Ribbon and Carbon Mfg. Co., discussing OEMI exhibit in Los Angeles, Nov. 
1-4. He noted also that the “bread and butter products,” the conventional 
carbons and ribbons, will be around a long time and still be 
the sales picture of the industry because of the increasing 
work required in the office and the surge in the 


* % 


a big factor in 
amount of paper- 
sales of typewriters for the home. 


¥ 


“Excesses in planning office space for efficiency can often destroy the very 
objective of the space planning. 


There is such a thing as overdesigning. As 
a result, monotony, unwarranted lavishness and _ stifling efficiency can take 
the place of smoothness in business operation. Efficiency would dictate that 
the water cooler be placed in a spot that is the shortest distance from all the 
desks in the area it serves. But a trip to the water cooler is not just for a 
drink of water. It is more a seventh-inning stretch for the weary office worker, 
who will seek out another goal for his walk if the water cooler is too near at 
hand.”—Sydney G. Rodgers, office planner, quoted in New York Times. 


% % % oa 


“Quantity discounts are of two kinds: cumulative and noncumulative. Cumu- 


lative discounts apply to purchases during a given period; noncumulative, to 
individual shipments or sales. The Federal Trade Commission has always 
looked upon cumulative quantity discounts with considerable suspicion. Un- 
der the terms of the Robinson-Patman Act, this type of discount is difficult 
to justify.".—From “Common Sale and Payment Terms,” Small Marketers 
Aid No. 59, available from the Small Business Administration, Washington 


25, D. C. 













































































“You get bigger profits 
with the full OXFORD Line!” 


Oxford’s “blue chip” dealer policies make the full Oxford line your best investment in 
filing supplies. Full line Oxford dealers get full company support in all phases of marketing. 


In the field, Oxford salesmen make consumer calls and hold pre-selling seminars. A major 
advertising program channels leads directly to you. Constant research and development 
anticipates needs with new products, keeps the full line at top quality; strategically located 
branch factories and warehouses cut your shipping costs. And best selling Oxford Pendaflex® 
is price maintained for your protection. Jf you're not a full line Oxford dealer, you’re 
missing out on full profits! y ae 

Be sure you’re on our mailing list, for free 

copies of the ‘Filing Line.” 


6; nfo rd Oxford Filing Supply Co., Inc. 


Main Office and Plant in GARDEN CITY, N. Y. 
FIRST NAME Factories in ST. LOUIS, LOS ANGELES and AUGUSTA, Ga. 
IN FILING Warehouses in CHICAGO and DALLAS 
In Toronto, Luckett Distributors, Ltd. 
---for more details circle 137 on last page 
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n...a letter from Washington... 


(ODERN STATIONER AND 
OFFICE EQUIPMENT DEALER 
Washington, D. C. 
December 15, 1960 


A Small Business Administration survey of the impact of forced evacu- 
ation of stores and other small firms by urban renewal programs in 00 
cities shows that 75 percent of them relocated successfully and that 85 per- 
cent of the successful ones reported increased profits within one year, 











The 661 urban renewal projects now completed or underway have affected 
about 100,000 companies, most of which are classed as small business, SBA 
estimates that at least 50,000 more will be affected in the next decade. 

The agency commented that of the 25 percent of the displaced companies that 
went out of business, many were submarginal and could not exist in any other 
circumstance than a slum area. 


Commenting that many businesses fail to take seriously the fact that 
redevelopment will affect them until it is too late, the SBA study recom-= 
mends that companies work closely with redevelopment authorities and ignore 
rumors, carefully evaluate locations and space needs, utilize available 
financial and technical aid, and prepare to act independently, if necessary. 
The Housing Act provides a maximum compensation of $3,000 for moving and re- 
location costs, The average allowance, however, is only around $1,500. The 
new Congress will have before it a proposal that the relocation allowance be 
increased. 


A study of consumer shopping habits by the Department of Agriculture 
indicates that it might be profitable for a stationer to so arrange his 
store that the customer must pass by many displays in order to get to the 
counters handling the greeting cards or writing paper that he entered the 
store to buy. 








The study was made of supermarkets but should have some validity for 
stationers, USDA researchers found that shoppers who visited every section 
of a store spent $12.30 on the average as compared with only $5.70 for those 
shoppers who headed directly for the power items -- bread and dairy products, 
USDA also suggested that heavy profit items should be placed at the ends of 
aisles, 


Advocates of Fair Trade won two important victories in recent weeks. 
The Supreme Court refused to review the so-called Four Corners Pharmacy case, 
thus leaving the way open for retailers to file suit against competitors who 
sell below the established price minimums, This may give Fair Traders a new 
weapon against price cutting in states with valid resale price maintenance 
laws. In the past, the dependence has been upon manufacturers! enforcing 
their own price minimums, rather than a retailer's suing of his competitor, 























The situation, however, is not clear-cut, since all that was involved was 
Maryland's Fair Trade law. It will probably take retailer vs. competitor 
suits in other states to provide an over-all pattern. 


Virginia's new Fair Trade Act was upheld by the state's supreme court, 
which had invalidated the old one as being in conflict with state laws 
against monopolies and price-fixing. The case involved a drug store which 
sold General Electric flash bulbs at two cents under GE's specified price. 
The state's high court said that a price list or a label on a product 
giving the price constitutes a valid contract between manufacturer and 
retailer, 









The Labor Department proposes to set a minimum wage of $1.43 per hour 
for workers in the metal business furniture industry employed in the 
handling of Government contracts. The Office Equipment Manufacturers Insti- 
tute wanted the minimum held to $1,275, while the AFL-CIO wanted the mini- 
mum to be $1.52, The Labor Department said it found that 6.9 percent of 
the metal office furniture industry paid at least $1.3. 















The decision of the Federal Trade Commission that it does have juris- 
diction over retailers whose advertising goes over state lines will be 
challenged by S. Klein Department Stores, Inc., the New York City retailer 
whose case was selected by FTC attorneys as a test. The store has two al- 
ternatives. It can take the jurisdiction issue directly to the federal 

courts or it can go ahead before the Commission and present its argument 

that its ads were not false and misleading as charged by the Commission, 















In its precedent-making decision, FTC stated that the Federal Trade 
Commission Act's "specified targets are unfair or deceptive activities 
which are in commerce, It is well established that commerce among the 
states is not confined to transportation, but comprehends all commercial 
intercourse between different states and all component parts of such 
intercourse. Interstate communications for commercial purposes constitute 
commerce within the meaning of the Constitution." 





























Salesmen who want to sell to the Washington, D. C., division of Safe- 
way Stores, large grocery chain, are being asked to tape record their sales 
talks for playbacks to the company's purchasing agents. Safeway says it is 
impossible otherwise to remember details of the hundreds of items offered . 
» » Container Stapling Corp, and International Staple and Machine Co, have 
denied FTC charges of entering into monopolistic exclusive dealing contracts 
with customers . . . Rep. A. S. Herlong, Jr., (D., Fla.) and Rep, Howard 
Baker (R., Tenn.) will reintroduce in January their tax reform bill which 
would provide annual reductions in the corporate and individual income 

taxes over the next five years, reduce estate and gift taxes and liberalize 
depreciation schedules , . . A division of the American Bar Assn. wants the 
parent group to recommend to Congress reinstatement of the old law which 
provided tax relief in the event of involuntary liquidation of LIFO inven- 
tories because of fire, flood or other catastrophe . .. The Census Bureau 
plans to conduct a retail trade survey for 1960 to determine total sales by 
region, inventories and number of retail stores operated . . . The Small 
Business Administration plans to carry out a series of studies on the eco-= 
nomic and competitive factors that determine the success or failure of small 
companies . « e e The Business and Defense Administration reports that 
exports of business machines are continuing to climb. Exports for the first 
half of 1960 were up 3) percent over the first half of 1959. However, 
exports of used machines showed a decline, 
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MODERN STATIONER AND 
OFFICE EQUIPMENT DEALER 
Washington, D. C. 
December 15, 1960 


Special Roport 


A federal grand jury has returned three indictments charging major metal 
office furniture makers with conspiracy for price fixing and elimination of 
competition, according to the Justice Department which began a nationwide 
anti-trust investigation of the industry one year ago. The companies in- 
dicted for violations of the Sherman Anti-trust Act by the Buffalo, N.Y., 
federal grand jury account for roughly half of the total business, The eight 
indicted, together with two others named as co-conspirators, accounted for 
$11), million of the total 1958 sales amounting to $210 million. 











The first of three separate indictments charges eight manufacturers with 
conspiracy to stabilize prices through illegal agreements to use a uniform 
zone delivered pricing system with artificial boundaries, and agreements to 
fix consumer prices for metal desks, tables and filing cabinets. Named as 
defendants are: The General Fireproofing Co., Youngstown, Ohio; Globe- 
Wernicke Co., Norwood, Ohio; Shaw-Walker Co., Muskegon, Mich.; Yawman and 
Erbe Manufacturing Co., Rochester, N.Y.; Art Metal, Inc., Jamestown, N.Y.3 
Steelcase, Inc., Grand Rapids, Mich.; Sperry Rand Corp., New York, N.Y.; and 
All Steel Equipment, Inc., Aurora, Ill. The Invincible Metal Furniture Co., 
Manitowoc, Wis., and the Browne-Morse Co., Muskegon, were named co-conspira- 
tors but not as defendants, 


It is charged that defendants made an illegal agreement to divide the 
United States into three selling zones, an eastern zone, a central-southern 
zone and a western zone, following which they allegedly established consumer 
list prices for the eastern zone and determined the prices for the other 
zones by agreement on identical percentage differentials. The government 
also charged that the defendants and co-conspirators agreed to base any subse- 
quent price changes on later understandings and to stabilize zone delivered 
prices by Limiting the number of standard colors each manufacturer would furnish, 
and by making extra charges for other colors and for laminated plastic tops. 








The indictment listed as effects of the conspiracy, suppression of price 
competition at the manufacturing, wholesale and retail levels in the sale and 
distribution of metal desks, tables and filing cabinets, while users of such 
furniture have been déprived of the benefits of free and open competition in 
purchasing such equipment. 





The second indictment charged the Shaw-Walker Co. and Sperry Rand with 
conspiracy to eliminate price competition and allocate between themselves 
the sale of fire resisting filing cabinets. The two defendants were de- 
scribed as the largest manufacturers of fire resisting filing cabinets, with 
sales totaling $7 million in an industry of approximately $12 million, 











It was alleged that the effect of the conspiracy was the fixing of re- 
sale prices for the articles by private agreement instead of free compe- 
tition, thus preventing purchasers from buying at competitive prices, and 
depriving buyers of the free choice of their supplier, 


A third indictment, which named Sperry Rand, charged a conspiracy with 
General Fireproofing, Steelcase, Art Metal and Diebold, Inc., of Canton, 
Ohio, to eliminate competition in the sale of fire resisting filing cabinets. 
It is charged the defendant and co-conspirators agreed not to compete with 
Sperry Rand in sales of fire resisting filing cabinets to the United States 
Government; not to compete with each other in sales of these products to 
purchasers other than the government; to resell Sperry Rand products only 
at identical retail prices fixed by Sperry Rand and to require each dealer 
or retailer to agree not to resell at less than Sperry Rand's established 
prices. 











According to the Government's charges, Sperry Rand, in order to ef- 
fectuate the conspiracy, regularly investigated and policed dealers' sales 
prices and used fair trade agreements in the District of Columbia and in 
states where such agreements are not authorized by law. Sperry Rand manu- 
factures annually fire resisting filing cabinets and accessories valued at 
approximately $4,500,000, and the government charged the conspiracy pre- 
cluded the United States Government and other purchasers from buying such 
products at competitive prices from sellers of their choice, 


Robert A. Bicks, assistant attorney general and head of the Department 
of Justice Anti-trust Division, commented: "The three indictments culmi- 
nate an intensive grand jury investigation which inquired into the absence 
of price competition in the metal office furniture industry. The in- 
dictments involve products used by all commercial establishments in the 
country, as well as the United States Government. The return of these 
indictments helps implement the Anti-trust Division's regularly established 
policy of attacking all arrangements which seek to establish prices by 
agreement among competitors rather than to permit them to be determined by 
the free play of competition." 


The defendants now have a choice of pleading not guilty and facing a 
lenthy trial or of entering a plea of nolo contendere (no defense). Justice 
Department officials have said in the past that they would fight any plea 
of nolo contendere in anti-trust cases but have accepted them in a few 
recent cases, 








The advantage of nolo contendere to defendants who have violated the 
Sherman Act lies in the fact that, though they face the same $50 ,000 fine 
for each offense as if they were found guilty, no court record is made which 
could later lead to treble damage suits by competitors injured by the 
violations. 


(A press time telephone check with several of the companies named 
in the indictments revealed that they had not yet received copies 
of the charges and were unable to comment on them, In a local 
release by one of the companies, R. H. Hammer, president of Globe- 
Wernicke at Cincinnati, stated "We are not conscious of any wrong- 
doing by Globe-Wernicke or its officers.") 
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When your customer buys C. R. Gibson 
Business Forms with your name 
imprinted on them, reorder is automatic 
... from your store, of course. 





The handsome, functional line of 

C. R. Gibson Business Forms* will 
cover your customer’s every need for a 
permanent record of his money 
transactions. And don’t forget... with 
your name imprinted on them, you 
advertise your store, your service, every 
time a customer uses one of these 
forms! 























Write for product bulletin or catalog, Dept. MS-31 


*bill head pads, bill and day books, counter checks, blank 
checks, gift and architects certificates, promissory notes, 
money receipts, rent receipts, remittance books, scale books, 
statement pads, trade acceptances, warrants for orders on 
the treasurer, duplicating telephone call books, duplicating 
receipt books, drafts, sight drafts, nurses receipts. 

















J CX \SOPL company 
NORWALK, CONNECTICUT 


Showrooms at 225 Fifth Avenue, New York City 
and The Dallas Trade Mart 
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G/w SYSTEMS SALES DIVISION 

.. offers you professional selling help in conducting 
systems surveys for your customers. This trained staff of 
experts helps you with inventory, displays, and merchan- 
dising. You'll benefit from the fast, personal service of 
this team of specialists who work exclusively with Sys- 


tems, filing supplies, and office accessories, includ 


Safeguard Filing Systems, Verti-Swing Hanging Fold 
Visible Record equipment, Fiberlite wastebaskets, Stre 


liner desk trays, Every Day Files, and many other ‘See 


tary approved" products for increased office efficie 


Get complete information today on how the two G/W teams of sales specialists 


ture 
ence 
plar 


can help you become a profitable Globe-Wernicke dealer. Write Dept. em 





G/w EQUIPMENT 


. works with you on selling G/W metal business furni- for increased. sales and greater profits for you. You can 
ture and equipment. You get the advantage of experi- order from one reliable source desks, partitions, modular 
equipment, chairs, files, storage cabinets, shelving, book- 
cases, etc., for fast, dependable service. 


SALES DIVISION 


enced equipment sales specialists to aid you with office 
planning and provide maximum service to your customers, 


ept. QO ave  kemember 


success depends on the strength of your line 
' 


THE GLOBE-WERNICKE CO. NORWOOD, CINCINNATI 12, OHIO 


--- for more details circle 122 on last page 








New Vinyl Bookbinding 1 
, A technological break-through in 
the use of vinyl for bookbinding 
which eliminates the sharp excess 
“lip” or “tear seal” edge has been 
announced by the Vinyl Case Div., 
Peterson Electronic Die Co. An 
executive of the Long Island firm 
said he expects the new method to 
revolutionize the technique of bind- 
ing books and to capture a fair 
portion of the $38 million loose-leaf 
binder field. Specially-designed machinery turns and folds the 
outer vinyl covering sheet over the edge of the cover filler board, 
the stiffening material, and then electronically seals just inside 
the peripheral edge this outer layer to the inside vinyl cover 
sheet. The final product has the finished appearance of prestige 
hand-made book covers. 





Electric Typewriters 2 


Smith-Corona Marchant Inc. 
has introduced two new electric 
office typewriters, a deluxe sec- 
retarial capable of serving as a 
component in computer systems, 
and a compact electric which 
will be marketed for small busi- 
nesses and instructional use ly 
schools. The larger unit designated the “400” will sell for $455, 
and the compact, called the “200,” will sell for $225, about one- 
half the cost of office electrics presently on the market. The “400” 
has an interchangeable carbon ribbon system, enabling the opera- 
tor to switch from conventional fabric to carbon ribbon, and back 
again by simply pushing a button. The “200” is said to be the 
industry’s first all-purpose compact electric complete with a sim- 
plified electric carriage return. 


Radio Desk Set 3 


Harlie Transistor Products, 
Inc., Jamaica, N. Y., has intro- 
duced a six transistor radio-desk 
set combination which provides a 
perpetual calendar showing date, 
month and day, and two ball- 
point pens in individual swivel 
pen holders. The Pen-Mate 
Z i (Model PMR-1) also includes an 
earphone jack plus earphone for personal listening. The radio 
operates on four penlite batteries which are included. Suggested 
retail price is $49.95. Encased in cherry wood and covered in 
topgrain cowhide to produce best tonal quality, it is available 
in a choice of brown or black leather with polished brass trim. 





Redesigned Portables 4 


The Triumph line of redesigned 
1961 portables is now available 
to dealers in three models: the 
Tippa, a lightweight portable, 
the Gabriele, a full-size portable 
with hand-set tabulation, and the 
Perfect, a full-size portable with 
automatic front set tabulation. 
Robinco New York, Inc., 5 East 
17th St., New York 183, is the 





official U. S. distributor, and also stocks parts, replacement cases 
and repair and parts manuals. 
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Master addresser Co., Minnea 
polis, announces a new dealer 
addressing machine display unit 
designed to serve a dual pur- 
pose — an “easy-to-use” demon- 
stration unit for the Model No 
99 Master Addresser and a dis- 
play for counter or window. At- 
tached to the base is a display 
. : card which sells Spirit Process 
Addressing benefits and invites customers to ask for a demon- 
stration. Demonstrating can be done immediately since areas 
are provided on the display for envelopes, spirit fluid and cir- 
culars. The display unit measures 17” by 14” by 17” and has 
a biack pebble lacquer finish and a translucent plastic lighted 
front. It is available to all dealers on a special dealer purchase 
agreement. 


Pencil Well, Sharpener Set 6 


Additions to the 1960-61 Park 
Sherman line are a Pencil Well 
and style-matched Pencil Sharp- 
ener. They may be _ purchased 
gift-boxed as a combination, or 
boxed separately. The Pencil 
Well is a solid drawn-brass cup 
with cork lining, and may be 
personalized by the owner from 
an assortment of 77 embossed 
initials which are included. Five 
pencils come with the well. The 
Pencil Sharpener features a replaceable blade with keen-honed 
cutting edge for needle-sharp pencil points. Top is easily re- 
moved for cleaning, and a spare blade is included. The com- 
bination is $3.95. Individually, the Pencil Well is $1.95, and 
ihe Sharpener $1.95. Park Sherman, Inc., the manufacturer, is 
a subsidiary of Ketcham & McDougall, Inc., Roseland, N. J. 





Portable Typewriters 7 


A model for every purse and 
purpose is represented by the 
Aztec “500,” “600,” “700,” and 
“800” portables. The European 
imports offer an extra wide car- 
riage, % line spacing, a paper 
gage, an erasure table, a segment 
shift, ribbon and stencil control, 
and reliable touch control. They 
come in a choice of colors with 
matching cases and a choice of type faces. A five-year war- 
raniy is included. For additional information on Aztec port- 
ables, write: Central Business Machines Corp., 75 Cliff St., New 
York 38, N. Y. 


New Chair Line 8 


Production and distribution of a new line of contemporary 
office seating, called “Galaxie”, has been announced by Gunlocke 
Chair Co. Features engineered into the Galaxie series include 
provisions for easy stacking for temporary storage, and a design 
to keep the chair backs clear of walls. The Galaxie series is 
made up of 28 models, all constructed in walnut and available 
in a wide choice of leathers, fabrics and plastics. The upholstered 
units have molded, foam-filled interiors. Covers are self-welted 
eliminating exposed nails. Gunlocke has plant facilities and of- 
fices at 650 West Putnam Drive, Whittier, Calif. 

(Continued on page 42) 


MODERN STATIONER, JANUARY, 1961 








ba 





try, 
cien 

T 
fron 
goll 
ing 


abli 


ide: 
son 
jus 
” 
tha 
ma 
suc 
ing 
fac 


mi: 
le 
Sa 
uc 
oO 
he 
of 
in 
Oo} 


Se 








i 
i 
5 


Minnea 

dealer 
lay unit 
ial pur- 
demon- 
del No 
l a dis- 
ow. At- 
display 
Process 
demon- 
e areas 
ind = cir- 
ind has 
lighted 
urchase 


-honed 
y re- 
com- 
» and 
rer, is 


7 


> and 
the 
and 
ypean 
» Car- 
paper 
ment 
ntrol, 
They 
with 
war- 
port- 


New 


rary 
ocke 
lude 
sign 
S is 
able 
pred 
lted 

of- 








L my 


Opinion 





How Do You Use Ideas? 


| ‘ve copied some of the best ideas 
from dealers all over the coun- 
try, and I still don’t have an effi- 
cient, smooth running operation.” 

This is a common complaint 
from stationers who may have a 
going business — with a fine look- 
ing store, good volume and accept- 
able profits. 

“But even with all these good 
ideas,” they say, “it is cumber- 
some and we're not always sure 
just what we are doing.” 

The problem is more common 
than one might suspect. And it 
may be that some dealers have 
such a problem without recogniz- 
ing it. It stems from the multi- 
faceted nature of our industry. 

A street store with good traffic, 
many related lines and a high gross 
level of 35 to 40 percent sells the 
same commercial stationery prod- 
ucts as the industrial stationer 
operating out of a loft or a ware- 
house with a low gross profit level 
of 20 to 25 percent. There is room 
in the industry for both types of 
operations, as was pointed out re- 
cently by an officer of the Whole- 
sale Stationers Assn. 
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In the office furniture area, as 
another example, it’s been said 
that a dealer can find himself in 
any or all of eight separate busi- 
nesses. A manufacturer member 
of the National Office Furniture 
Assn. has defined these eight facets 
of the office furniture operation 
as floor sales, outside sales, interior 
designing, contract business, school 
business, used furniture, mail order 
business and government specifica- 
tion business. 

Likewise, dealers handling of- 
fice machines can vary the nature 
of their operation by stressing 
sales, service or rentals; by push- 
ing or ignoring lines that require 
specialized selling; by cultivating 
the ordinary consumer off the 
street or limiting activity to the 
school and office market. 

The point is that what works 
good for one dealer doesn’t neces- 
sarily work in the same good way 
for another dealer. Assuming that 
the dealer first quoted here did 
recognize good ideas for his place, 
the problem may well be that he 
copied them too exactly, when he 
should have instead adapted them. 


MacethO Shaved, 


The way to do this is to borrow 
a basic idea and adjust it to one’s 
particular needs. Particular needs 
vary from one store to another. 

Just as in writing a mystery 
novel, what happens in Chapter 
10 will depend, directly or indirect- 
ly, upon what happens in the pre- 
ceding chapters. And what hap- 
pens in Chapter 10 also will de- 
pend upon what’s to happen in the 
subsequent chapters. Having ef- 
ficiency and smooth operation in 
a retail business is no different. 
You can’t have a bunch of isolated 
ideas, good though they are, sitting 
side by side. They must be prop- 
erly joined together for continuity. 
It’s the continuity that makes 
easy, fast reading of mystery 
novels. 

It’s the wise dealer who looks 
to see what others are doing, with 
the purpose of picking up good 
ideas from them which will im- 
prove his own operation. And 
then he should not just copy, but 
adjust and adapt the idea to his 
own circumstances. Chances are 
he'll improve upon it, making the 
good idea even better for him. 

































enema sales forecasting in any § you ‘ 
“business takes plenty of execu- § of 
tive skill. You need to have a @ by |" 


keen insight into your business, a 9 an 
knowledge of current economic @ for’ 
N 


trends, an understanding of your x 
local business scene, an awareness salt 

of the international situation, facts @ in | 
and figures on stock and sources, @ fore: 


and a littie luck. B hav 
Yet many of your business plans J 
for advertising, inventory, person 
nel, expansion and profits revolve § N 
around the sales forecast. The § 


more accurately you can forecast 
qi es sales, the better control you will 


have over all of these profit elee @ Th 
ments. S clude 
The formula offered here will @ be v 


make a sales forecast more reliable. 
It is based on facts, not hunches. 


we 
orecastin It elimmates the wide swings in 
sales forecasting caused by being 


either too optimistic or too pessi- 

mistic. And, it provides for sud- 

den changes in the economic pic- 

ture with a revision factor that 

Ormtl qi gives a measure of built-in safety. 
First, you will need your past 

sales by months. Some office sup- 

ply dealers may use only the past 


ing a 

Ne 
sales 
accu 
la is 


POLS LITT RL RES P 
t 








two years for the application of the A 
formula. Others will try to get a mol 
more accurate picture by using sale 
sales for the past five years to an 
develop future plans. Jan 
If you decide to use figures from mol 
This system eliminates the past five years, for instance, pre 
you will have to add up the sales cen 
for each month and divide by the A 
number of years involved for an wel 
average sales figure for that of 
much of the guesswork month. If sales for January have Wi 
been $7,500, $9,000, $6,000, $9,000 for 
and $13,500 for the past five years, fign 


in forecasting sales, by 


providing for sudden 


changes in the 


economic picture 
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Ee 3 


* 
a 


dd these together for a total 


you 

of *:5,000. This is then divided 
by ‘ne number of years (5) for 
an -verage sales figure of $9,000 
for /anuary. 


Nxt, you set up these average 
sale. figures for all 12 months 
in the first column of your sales 


forecast plan sheet. You might 
have a column like this: 
January _.....89,000 
February ................ 6,500 
eee 7,500 
SS Gee eee 7,000 
May 8,000 
US. 4 et, 8,500 
This column, extended to in- 


clude figures for a full year, will 
be your base figures for develop- 
ing an annual sales forecast. 

Now you are ready to apply the 
sales forecasting formula to the 
accumulated figures. The formu- 
la is: 

Average for the month (or 
same month last year if your 
base figures cover only one 
year) times previous month 
divided by previous month 
last year equals planned 
month sales. 

Applying this formula for the 
month of January, we need the 
sales for the previous January or 
an average for several preceding 
Januarys, sales for the previous 
month (December), and for the 
previous month a year earlier (De- 
cember of the year before). 

Assume sales for last December 
were $10,000 and for December 
of the year before were $8,000. 
With the application of the sales 
forecasting formula, we get these 
figures for the planned sales for 








the month of January. 

January average ($9,000) times 
previous month’s sales ($10,000) 
divided by previous month’s sales 
a year ago ($8,000) equals planned 
sales of $11,250 for January. 

To develop your planned sales 
for February you apply the same 
formula using the planned sales 
for the previous month instead of 
the actual sales. For instance: 

February average or same mouth 
last year ($6,500) times previous 
month’s sales (January planned 
sales of $11,250) divided by pre- 
vious month’s sales a year earlier 
(January sales of $13,500 a year 
ago) equals planned sales for Feb- 
ruary of $5,416. 

Thus, with application of the 
formula you project your sales on 
the basis of the trend upward or 
downward as it has developed. 
The ratio between this year’s fore- 
cast and last year’s actual sales is 
adjusted to the trend that is de- 
veloping in your business. 

In your sales planning work- 
sheet, you devote the first column 
to actual sales by the month for 
the last year or to the averages 
you have worked up for each 
month from a period of several 
vears. Your second column on 
the form is for the planned sales 
for the next year month by month. 

To make a provision for changes 
in the trend in your own business, 
you will need a third column for 
entering actual sales realized each 
month. <A fourth column is for 
the revised forecast that takes into 
consideration the changes that de- 
velop as sales materialize. 


Suppose January sales which 


have been budgeted at $11,250 ac- 
tually amount to $12,500. This is 
obviously a change in the trend 
and should be accounted for in 
setting firm sales plans for Feb- 
ruary and following months. 

To adjust the forecast for the 
rest of the year you apply the 
same formula, but use the actual 
sales for January instead of the 
planned sales for January. ‘This 
means taking the February aver- 
age of $6,500 (or the figure for 
February last year) times the pre- 
vious month’s actual sales of $12,- 
500 divided by the previous 
month’s sales a year ago ($13,- 
500). This gives a revised sales 
forecast of $6,018 for February. 

When a trend of increasing or 
decreasing sales develops for sev- 
eral months, you may want to 
change the complete plan for six 
months or a year. Or, you may 
continue making revisions month 
by month as the changes become 
evident on the basis of actual sales. 

Since the sales forecast is used 
merely as a guide in planning pur- 
chases, expenses, advertising, per- 
sonnel requirements, etc., you may 
wish to save time in calculating by 
using round numbers instead of 
exact figures. A forecast of $6,400 
will be just as useful for these pur- 
poses as a figure of $6,395.74. 

No formula for forecasting sales 
will be 100 percent correct. But, 
with the application of this for- 
mula plus monthly revisions to 
bring it up to date, you will have 
a guide that is based on facts 
and not hunches for the more 
profitable operation of your busi- 


ness. 
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Eldredge Cole, left, confers with accountant, | - ; 
one source of the professional counsel which | % “". 
he credits for his firm's balanced growth. 
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Display depth and simple layout are evident 
in these store scenes. 
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7 trouble with many specialty 

alers, says Eldredge Cole, 
pre. dent of Cole Typewriter Co., 
Svr cuse, N. Y., is their tendency 
to ‘hink that high sales volume 
and healthy profits go hand in 
hat The two aren’t necessarily 
parsilel, particularly if the dealer 
doesn’t watch his costs and strive 
for » balanced operation within his 
spe ilty. 

Mr. Cole can speak with some 
authority on the subject, as an 
independent typewriter dealer 
whose firm recently completed its 
one hundred forty-fourth month of 
selling at least one new machine 
a day. Since 1948, when the busi- 
ness Was started, capitalization has 
multiplied six times over the er- 
iginal figure. 

What factors are responsible for 
his suecess? One of the primary 
can best be summed up 
by paraphrasing an old _ saying, 
“There, but for the grace profes- 


reasons 
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sional help, goes Cole.” Mr. Cole 
recognized at the outset that it 
was necessary to surround himself 
with knowledgeable professionals, 
and to let these men guide him 
in all facets of the business opera- 
tion not directly connected with 
selling and sales training. The 
latter were Mr. Cole’s particular 
forte. He had been a top sales- 
man for a major manufacturer. 
He surrounded himself, when he 
started on his own, with the best 
lawyer and the best accountant 
and the best advertising help he 
could command. He took the law- 
yer’s advise on leasing and retail 
installment sales. He listened to 
his accountant’s suggestions relat- 
ing to the cost picture. As a re- 
sult, though the firm expanded 
very fast, it never suffered growing 


pains. The firm’s inventory today 
exceeds 650 manual and electric 
machines, yet there were never 


The 


shortages of working capital, 


company did not overextend itself 
and it showed a healthy profit 
every inch of the way. It has 
more than 400 active accounts to- 
day, all handled with as much 
dispatch as machine accounting 
can contribute to the billing op- 
eration. Delinquencies are rare. 

“T found it’s very important to 
run a balanced operation within 
your specialty,” says Mr. Cole. 
“My lawyer and accountant help 
me do that. 

“T don’t mean that every facet 
of the operation should be equal. 
I mean that you have to depend, 
in the typewriter operation, on a 
profit from four things instead of 
just sales. Though sales account- 
ed for 48 percent of our gross vol- 
ume last year, service contributed 
25 percent, supplies contributed 15 
percent and rentais contributed 12 
percent. We’re continually trying 
to build all four things, while the 
accountant helps us keep overhead 
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...A Sale a Day for 12 Years 


down and appraises us of the cost 
situation with reference to each 
segment of the business.” 

Mr. Cole has learned that every 
part of his operation must pay its 
own way. Saies cannot be made 
to subsidize the service depart- 
ment. The supplies end of the bus- 
iness should not be run as a custo- 
mer accommodation. Each must 
produce a fair share of the overall 
profit. 

The rentals furnish a good ex- 
ample of how the accountant and 
the lawyer earn their fees. The 
term “rental” is used in a broad 
sense, covering lease agreements as 
well. A continuing campaign 
pushes leasing of electrics to busi- 
ness offices and the rental of port- 
ables to home users. 


“The law is different in each 
state,” says Mr. Cole, “and the 
leases have to conform to state 


law as well as to Federal rules and 
regulations for tax purposes. The 
important thing to note is that all 


Service department contributes about 25 per- 
cent of gross volume. 
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of these laws are continually beiag 
changed, modified and reinterpret- 
ed, and a lawyer is the best person 
to keep abreast of such develop- 
ments.” 

Cole Typewriter Co. keeps 
changing its lease and rental forms 
to accord with the latest legal de- 
velopments. The lawyer's periodic 
memorandums furnish three sales- 
men with potent sales ammunition 
when talking up the advantages of 
leasing as contrasted to outright 
purchase. 

Cole’s price structure for rentals 
is based upon the accountant’s 
analysis of costs. Mr. Cole never 
regards his competitors’ prices as 
a criterion for setting his own 
prices. He says he would rather 
go out of the rental business than 
gauge his prices according to what 


others charge. As a _ result, his 
price structure has been designed 
to offset all costs — servicing, de- 


preciation, overhead, salesmen’s 
compensation and even an add-on 











charge for pickup and delivery, 50 
cents each way within the city an 
75 cents each way outside the city 

Mr. Cole has gone to profession 
als with his advertising progran 
too, this time to direct mail anc 
agency specialists. He regularly 
spends between 3.5 and 4 percent 
of his gross on advertising. His 
newspaper display ads are laid out 
by an agency well versed in the 
art, and he uses a national direct 
mail firm for a 12-letter pre-selling 
campaign on a continuing list of 
500 prospects. 

Reliance on professional assist- 
ance has not only enabled Mr. 
Cole to balance his specialty oper- 
ation, it has given him more time 
to devote to actual selling. He has 
trained his salesmen from the nov- 
ice stage himself. He has taught 
them to sell in the same manner 
that made him a top salesman for 
a manufacturer, and he has also 
taught them to sell with a specialty 
dealer’s eyes. Each man has turned 
into a quadruple threat, pushing 
not only the sale of new and used 
machines, but also service, sup- 
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ga aa is 


ner en 


pli nd rentals. 

T ore are certain rules of thumb 
wh the salesmen follow. Each 
ma: fias at least 10 machines out 
at one time. Each man makes 


at least two times as many “desk 
tes as the number of machines 
he expects to sell in any one 
month. Each salesman follows the 
practice of A. M. prospecting and 
P. MI. qualifying. And each man 
makes sure that a desk test lasts 
no more chan five days. 

“I've taught them that they 
can't buy back time,” says Mr. 
Cole. They understand that they 
have to make each call count, that 
they have to make each call pro- 
ductive, and that this doesn’t nec- 
essarily mean they have to use 
high pressure tactics. 

“I think the best single asset a 
typewriter salesman can have is 
the ability to recognize immediate- 
lv, when calling on a_ prospect, 
whether to base his approach on a 
sale of a new or used machine, a 
rental, supplies or servicing. We've 
worked out our commission system 
so that the salesmen do not consid- 
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er it a loss proposition when they 
push things other than the sale of 
new machines. They've found 
that, although the ultimate objec- 
tive is a big ticket sale, there are 
many roads which can lead to it. 
From the long term viewpoint, the 
direct pitch isn’t always the most 
productive.” 

Cole’s attractive showroom has 
a front display area showing a 
minimum of 150 machines at all 
times. The service desk is toward 
the rear of the store and the serv- 
ice department is at the back of 
the building. 

Mr. Cole points out that a ecare- 
ful cost control policy doesn’t 
mean scrimping on employee coin- 
pensation. He thinks his relative- 
lv high salary policy has gotten 
him the best service manager in 
the state and six of the best serv- 
icemen. The girl who handles the 
walk-in supply business is also well 
paid and Mr. Cole feels that em- 
ploying a woman sales clerk on the 
floor breeches the gap between the 
predominantly female customer 
contingent and the male sales staff, 


Another selling strategy worth 
mentioning is the willingness of 
Cole salesmen to take time to in- 
struct rental customers on the use 
of machines. Salesmen’s time has 
been figured into the reiutal charge. 

“This is particularly important 
on the big ticket rentals,” says Mr. 
Cole. “You have to spend just 
as much time as on a sale making 
sure the girl knows how to use the 
machine properly. In this way you 
improve your chances of convert- 
ing the rental to an outright sale.” 

There are many dealers through- 
out the country like Mr. Cole, who 
entered the business with a strong 
background in either sales or serv- 
ice. But he sometimes wonders 
how many can say they truly know 
their picture. How many 
have a lawyer's briefing to guide 
salesmen selling rentals and leas- 


cost 


ing? How many have a price 
structure that is a direct result 


of an accountant’s analysis? And 
how many can say their eperation 
is a balanced one and their net 
profit picture a healthy anc accur- 
ate one? 


Cole salesman spends as much time instruct- 
ing user of a rental electric model as he 
would on an outright sale. 
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Sy Gordon B. Cross, PUD. 


Walk-In Business? 


Many stationers do not seem 
to have the knack of encourag- 
ing customers to browse and 
tinker. Yet this is a good 


way to build traffic 


t has often been said that the 
future success of a retail store 
can be predicted by watching its 
walk-in business. Whenever too 
high a percentage of a store’s bus- 
iness comes by telephone or from 
customers of long standing, the fu- 
ture of that store is in danger. 

In every case where a major de- 
partment store has had to close, 
the first sign of weakness was a 
diminishing in the volume of foot 
traffic. Not even the development 
of a heavy sales volume through 
telephone service or newspaper ad- 
vertising has been able to save 
them. 

It is not surprising that it is 
difficult for a store to survive 
without having a flow of custo- 
mers. New customers usually 


very dull and uninteresting places. 
Men visited them when they had 
to buy some staple item for home 
repairs or building. Women never 
went. Today we find these same 
stores filled with excitement. Many 
men spend part of their lunch hour 
several days each month browsing 
around hardware stores. Women 
also find the gadgetry displayed 
there to be fascinating. 

It is easy to say that this in- 
crease in activity stems from the 
“do-it-yourself” fad in recent years 
and thus excuse ourselves for not 
enjoying similar customer activity. 
We should remember, however, 
that much of the “do-it-yourself” 
business has come from promo- 
tions by the stores instead of or- 
iginating with the customers. To 


How Is Your 


make their first contact with the 
store through a casual initial visit. 
Even though they may later ‘io 
much of their business by tele- 
phone or through salesmen, they 
will still visit the store vccasion- 
ally. 

Often when I visit a stationery 
store I am impressed by the lack 
of customer activity. There us- 
ually seems to be more salespeople 
than customers. This is a situa- 
tion which must prove to be un- 
healthy in the long run. It ap- 
pears that we should look into the 
situation with the object of trying 
to generate more activity. 

There are two aspects to the 
problem of getting more customer 
traffic. First, we must get people 
into the store for their initial visit 
and then we must give them a rea- 
son to come back. 

In our attempts to get custo- 
mers into the store for the first 
time, we could take lessons from 
the hardware dealers. There was 
a time when hardware stores were 


say the least, the hardware stores 
have taken full advantage of this 
trend and have brought them- 
selves much new business. 

Now there must be ways in 
which we can generate some ex- 
citement in our stores. Diversifi- 
cation has been one of the most 
used methods. A camera depart- 
ment has helped many stationers 
because of the natural attractive- 
ness of the gadgets in that line. 
However, I find that camera de- 
partments in a stationery store 
tend to be somewhat too formal 
just like the rest of the store. Sta- 
tioners do not seem to have the 
knack of encouraging customers 
to browse and tinker. 

Price promotions seem to be 
frowned on by many stationers. 
Before you decide not to use this 
method of building traffic, how- 
ever, ask yourself how much you 
would pay for a regular customer 
if you could buy one. Obvivusly. 
customers are not for sale, but 
promotional efforts might wei! be 
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aces. cons fered attempts to buy custo- 


y had & ner 
home Ove of the most unattractive 
never thin s about many _ stationery 
same stor s is the merchant’s failure to 
Many mak» the merchandise easily locat- 
| hour ed «nd easily identified. A secre- 
wsing @ tary recently told me that she dis- 
omen like’ going to a stationery store 
layed becuuse she couldn’t find anything 
oe there. After discussing it with 
is In- her. | found that she meant to say 
n the that she couldn’t identify much of 
years the merchandise. Her worst com- 
r not § plaint seemed to be that all the 
ivity. boxes looked alike and she became 
rever, confused in looking for what she 
rself” wanted. If this happens to a sec- 
fomo- retary who continually uses the 
f or- materials, imagine how confusing 
To our store operations must be to 
others. 


There is an intangible force in 
the retailing business which is very 
difficult to measure. When a cus- 
tomer wants to purchase some- 
thing special, he usually thinks 
first of those stores which he 
knows best. He will remember 
most easily those stores which 
have pleased him and which he 
has visited many times. There is 
no way for us to be sure just how 
many important customers have 
been gained that way. 

The current holiday season af- 
fords a real opportunity to attract 
new customers, if we can make our 
stores look different enough to 
make people ask “What is hap- 
pening over there?” Inside the 





tores store we need to strike a balance 
this between too little and too much 
hem- holiday merchandise. Seasonal 
sales are important and profitable, 
s in but our displays should also bring 
: eX- customers into contact with some 
rsifi- regular merchandise. After all, 
most customers who come to our store 
part- only once a year are not very 
ners profitable. 
tive- The holiday season is a good 
line. time for us to get our customers 
de- out of a rut. The way to do this 
store is to get out of our own rut. A 
rmal beautifully kept store which ap- 
Sta- pears from outside to have few 
the customers will not attract people. 
ners One of the most important 
points to remeber is that we are 
be selling merchandise — not display 
ners. stands. Other storekeepers may 
this look at your displays, customers 
1OW- look at your merchandise. 
you In my opinion, stationers should 
mer be getting a large share of the con- 
isly. sumer’s dollar and they wiil get it, 
but if they give consumers a little more 
| be encouragement. 
1961 
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Showroom Success 


66( nly 3,000 square feet were taken from the 

30,000 square feet previously used exclusively 
for warehousing, but what a difference it makes in 
servicing our trade!” 

The quotation is from Dick Lowe of Dallas, a 
manufacturer’s representative whose “trade” consists 
of office furniture dealers. But the same sentiments 
are echoed by hundreds of office furniture dealers 
who trade with the consuming public. It is the senti- 
ment of those who have learned the importance of 
adequate showroom and display space to impress of- 
fice furniture prospects and assure ease of selection. 

Dick Lowe Associates, representing five metal and 
wood lines in the South and Southwest, opened a 
warehouse in 1958. It was scarcely readied when he 
recognized the need for showroom headquarters, as 
well, because many dealers with limited display fa- 
cilities had no way to show furniture in complete 
groupings to their prospects. 

The resulting transformation of one-tenth of the 
warehouse space into showrooms is illustrated here. 
Approximately 200 guests attended a two-day open 
house celebration last fall at these new Dick Lowe 
showrooms, built in conjunction with the warehous- 
ing facilities. 


(Photos courtesy Haskell of Pittsburgh) AFTER 
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KB Special Tencils 





Large 20"’ by 16" photographs such as the one in the upper 
left here are used in Kendrick-Bellamy windows to point oui 
product advantages and compare the old with the new. 


» ecause he is adept with a cam- 

> era as well as standard display 
materials, H. P. (Woodie) Wood- 
end, display manager for The Ken- 
drick Bellamy Stationery Co. in 
Denver, has extracted more selling 
efficiency from store windows. 

His abiiity to apply a touch of 
humor in a merchandising area 
where humor is almost non-exist- 
ent has also paid dividends in 
greater sales. 

Mr. Woodend uses both photo- 
graphs and cartoons to add inter- 
est to window displays, as the ac- 
companying pictures illustrate. 

For years, he has been following 
a “comparative” photo theme to 
impress passersby with the im- 
provements in or advantages of 
specific office supply and equip- 
ment items on display. He also 
uses his 4x5 camera to illustrate 
the practical use of new items, 
better ways of doing things in the 
office. While photos appear in 
only two or three of 10 window 
displays, they have proved to be 
one of his most effective display 
techniques. 

A typical Woodend “picture” 
window might use an enlargement 


26 


colorless window display. 


of one of his photos to demonstrate 
the advantages of wire-bound sten- 
ographers notebooks over stitched 
or glued varieties. Instead of iry- 
ing to tell the story in words, Mr. 
Woodend photographs a notebook 
of each type lying side by side on 
a desk so that a quick glance will 
show that only the wire-bound 
notebook lies flat for easy writing. 
The picture, blown up to 20” by 
16”, is large enough in the display 
window to be seen from quite a 
distance. It interests people who 
normally would pay little atten- 
tion to a routine window full of 
notebooks. 

Another enlargement at the oth- 
er end of the notebook display 
shows the wire-bound book stand- 
ing on end in tent fashion along- 
side a typewriter, illustrating the 
greater ease of transcribing notes 
from this type of book. 

Other photo applications by Mr. 
Woodend have pointed up the ease 
of loading a popular make of 
stapler, the soil-free methods of 
filling new fountain pens and desk 
pens with ink, the right way to use 
smudge-proof carbon paper, the 
advantages of magazine-type pack- 


Cartoons promoting pencils 


if Ws ; - = 
in a humorous way brighten an otherwise 


aging of typewriter ribbons. 

Whenever the selling point of 
any office supply item can be bet- 
ter explained with a photograph, 
Mr. Woodend gets out his tripod 
and camera to produce a. self- 
explanatory picture. The camera, 
of course, is slso used to record 
“before and after” shots of store 
remodeling projects. 

Likewise, whenever a window 
display has had particularly im- 
pressive sales results, indicating 
that the display itself was respon- 
sible, Mr. Woodend photographs 
it and files the negative and one 
print for later reference. With lit- 
erally hundreds of windows thus 
permanently recorded, he is never 
at a loss for a good, effective sell- 
ing display of tried and true pro- 
portions. 

“It is altogether too easy to for- 
get what made up a window which 
won a sales contest, doubled our 
sales on an ordinary item or helped 
move overstocks or shelf-warm- 
ers,” he says. “With the file, we 
can always duplicate any window 
which was of real value in the 
past.” 

The veteran 


display director 
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BETTER 
SELLING 


also discovered long ago that hu- 
mor will insure more selling effi- 
ciency in a window than almost 
any other single factor. An able 
cartoonist himself, he knows how 
useful a humorous drawing can be 
in stopping traffic. 

One series of three cartoon signs 
was used last summer to promote 
hard-point lead pencils bearing a 
Kendrick-Bellamy label. The car- 
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Imaginative additions to the stand- 


ard display materials have help- 


ed draw customers to Kendrick- 


Bellamy’s downtown Denver store 





toons were placed on standards 


‘behind a mass display of pencils. 


The first cartoon showed a man 
in a tuxedo, assiduously cracking 
ice in a heavy bowl with a sharp- 
pointed pencil. The copy read, 
“What? ... No Ice Pick? ... 
You Never Know When You Will 
Need These K-B Special Pencils!” 

The second cartoon in the dis- 
play showed a heavy man seated 


at a restaurant table and doodling 
on the tablecloth under the critical 
eye of a waitress. The caption was, 
“Tablecloth Artist! ... Have You 
Ever Tried K-B’s Special Pencils?” 

A third cartoon was based on 
the silent urge of many ofiice em- 
ployees. It showed a desk clerk 
suddenly jabbing a passing execu- 
tive from behind with a pencil. As 
the executive leaps into the air in 
pained surprise, the store adds this 
message, “K-B Special Pencils .. . 
The Pencil With a Needle Point!” 

Inasmuch as Kendrick-Bel- 
lamy’s downtown store is located 
in the center of the financial dis- 
trict, where thousands of pencil- 
pushers are passing each day, the 
cartoons got a lot of attention and 
reminded many pencil users of the 
advantages of hard-point varieties 
for special applications. Hard- 
point pencil sales were noticeably 
greater, following use of the car- 
toon window. 

Results of these and other dis- 
plays have convinced Mr. Wood- 
end that both educational and 
humorous visual aids help sell the 
stock items in a stationer’s win- 
dow. 








| s the traveler being used to best 
advantage by dealers and manu- 
facturers in the stationery and of- 
fice equipment industry? 

This man in the middle, the 
manufacturer’s salesman or repre- 
sentative, can help you greatly if 
given a fair chance. 

These are a few questions that 
you, Mr. Dealer, can ask yourself 
to see how well you score on this 
matter, to discover whether you 
are getting the most out of the 
travelers who call on you. 

First, do you treat purchasing 
as an important job? I say you 
don’t if you (or your buyer) wait 
on customers, take phone orders 
and try to perform a dozen other 
tasks while a salesman is trying 
to present his line. You would do 
better to corner the salesman and 
give even a few minutes of undi- 
vided attention to the information 
he can offer on how to sell more 
merchandise. 

Do you ignore advance card 
notices sent you by salesmen? 
Here’s an attempt to budget your 
time and his so that the visit costs 
no one lost time. Another time- 
saver would be a practice of hav- 
ing your staff keep note of ques- 
tions that come up between sales 
calls. 

Do you allow travelers to hold 
sales meetings with your staff? 
Normally, it’s your job, Mr. Deal- 
er, to provide the proper facilities 
and maximum attendance for such 
meetings. And it’s also your job 
to criticize constructively if the 
traveler is not prepared well or 
fails to offer good material that 
will help your people sell more. 
The successful sales meeting re- 
quires close cooperation between 
dealer and traveler. 

Does all the information a sales- 
man passes on to your buyer get 
around to the other people in your 
organization? Many times the 
buyer hides this information in a 
file or in his head and fails to pass 
it on. The colorful catalog sheets, 
the selling points of a new prod- 


uct, the proven demonstration 
techniques aren’t going to make 
money for you until your sales 


staff knows about them. 

And, by the way, are you a 
moocher, just waiting for a sales- 
man to come in before lunch or 
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The Man in the Middle | 


dinner? If don’t think the 
word doesn’t get around fast. 

One of the biggest favors you 
can offer a traveler is to take him 
into your confidence. This is espe- 
cially important if have a 
problem regarding his company or 
his products. If there is a finan- 
cial problem, an inventory prob- 
lem, a pricing problem, a quality 
problem or whatever it may be, 
please don’t just stop buying with- 
out an explanation. 

The traveler is your direct line 
to the source of supply. He is 
often consulted in advance before 
a manufacturer makes policy 
changes that affect dealers — 
changes in packaging, increases in 
price, revision of discounts. 

There are still many 


sO, 


you 


too na- 


As I See It 


By C. W. Clemen 


Vice President, G. J. Aigner Company & 
Vice President, Field Division, NSOEA 


tional sales managers, of course, 
who dream up policy changes sit- 
ting behind a desk, and then at- 
tempt put them into effect 
without checking with their field 
men. But you will probably agree 
with me that the manufacturer 
who operates this way is making 
mistake. The dealer's 
voice, through the traveler, is bet- 
ter heard when the field men are 
part of a supplier’s planning com- 
mittee, in close communication 
with the home office to keep the 
supplier posted on what is happen- 
ing in the territory. 

A final word to dealers—review 
the questions and_ then 
treat the traveler the way you 
want to be treated. It will pay 
dividends. 


to 
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4th Annual Pencil 
Week To Be 
Feb. 27 - March 4 


The nation’s lead pencil manufacturers, 
selling more capita than 
ever before in the 300-year history of the 
product, have announced the industry will 
sponsor the fourth annual Pencil Week 
beginning Feb. 27 and running through 
March 4, 1961. 

Clyde T. Nissen, executive vice 
dent of the Lead Pencil Manufacturers 
Assn., said 18 manufacturers had provided 
a substantially 
year for the promotion and_ public 
tions program. 

Pencil Week is a merchandising and pub- 
licity project designed to acquaint both the 
trade and the consumer public with the 
350 varieties of pencils on the market. He 
reports the industry’s annual volume up 
from $24.5 million eight years ago to an 
estimated $35 million this year. And in 
the same period, per capita usage of pen- 
cils rose from 7.6 in 1952 to 9 this year, 
for a gain of 18.4 percent. 

There will be changes of an experimental 


now 


pencils per 


presi- 


increased budget over last 
rela- 


nature in the format of the 1961 Pencil 
Week. Instead of an “institutional” em- 
phasis, under which Pencil Week activi- 


ties were developed over the past three 
years, the 1961 approach to the market 
will be on a brand name basis. Individual 
companies are working out merchandising 
and promotion programs with their dealers 
that involve the preparation and distribu- 
tion of and 
counter cards and display material. 
of the material will be 
than anything yet offered. 
The public 
Greif, 


window streamers posters, 

Some 
more elaborate 
Banner & 
recently retained for the eighth year 
by the Lead Pencil group. will emphasize 
Pencil Week in its public information and 
publicity services. 


relations firm of 


Weiss of Montag Heads 
Manufacturers Group 
Morton L. Weiss, president of Montag, 
Inc., Atlanta, has been named head of the 
Paper, Stationery and Tablet Manufac- 
turers Assn. He was 
October 
at the annual meet- 
ing of the trade 
group, composed 
the leading 








elected in 


station- 
ery and school sup- 
lies manufacturers. 

Mr. Weiss joined 


Montag in 1946 

and served sev-- 

A eral executive ca- 

Weiss pacities before being 
named president in 1950. The company 
recently affiliated with Champion Paper 


Company. 
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[J < People and Events 


PRESSTIME NEWS wa 


See Washington Letter, page 11, 
metal office furniture manufactures. 


for news of anti-trust indictments of 
* * * * 

Gibson Greeting Cards, Inc 
N.Y., have agreed to form a joint enterprise to be known as G N Papers, Inc. 
The new corporation, to be equally owned by Gibson and Nashua, 
Nashua’s Pakay 
and sale of party paper products. 

G N. Papers, Inc., 


an exclusive 


. of Cincinnati and Nashua Corporation of Nashua, 
will acquire 


the assets of manufacture 


Division, which is engaged in the 
will continue to manufacture these products and will have 
sales arrangement with Gibson whereby the latter’s sales organization 
will market G N Papers’ total product line in conjunction with Gibson’s greeting 
card lines. 
” x * x 

United States District Court, Chicago, has ruled against Copease Manufactur- 
ing Co. in a law 
brought by 


against 
alleged 


judge 


suit American Photocopy Equipment Co. The suit, 
A November 29 


dismissed 


Copease, infringement by 


that the 


patent 
ruled 


Apeco. 


decision by a district patent was invalid and 
the complaint. 


* * * 7. 
price of several types of “Mylar” polyester film have been 
Du Pont Co. Type A “Mylar” in 50 gauge, the kind used i 
ribbons and stationery supplies, | was reduced 20 cents a pound, 


* * 


Reductions in 
announced by the 


Harbor Meta! Products ies aos Harbor Sales Corp. of Belmont, Calif., have 
announced that the Mosler Safe Co. has purchased a stock interest in both com- 
panies as a step to increase Mosler identification with and service to the West 


Coast. The Harbor companies make and distribute a line of steel office equipment 
including bookcases, filing cabinets, shelving and specialized cabinets. 
of the companies will be changed to include the Mosler 


will be the management of the companies 
* * * am 


Stockett-Fiske of Washington, D.C 


The names 
name, but no changes 


made it 


Ginn’s opened its fourth and largest 

November at 825 Seventeenth St. N.W. It contains a gift 

leather goods department and an art materials department which 

both the and the Pau, Bower is 

new which combines open display of all its 12,000 items with 

central cashiering and self-selection of merchandise by the 
* + > * 


stationery store in 
department, a 
will cater to 


hobbyist professional artist. 


manager of the store, 
customer. 
A $40,000 interior 
Toledo. First 


reception area, 


323 Erie 
a new vestibule entrance with adjacent 
leading from the to the second floor furniture 
installation of a gift department. The machine service de- 
partment will be moved from the second floor to the rear of the first floor, which 
will continue to house the office supply and machine sales departments. 

* * * 


. 


job is underway at Eriksen’s, Inc., 
work will include 


a stairway 


remodeling 
floor 
entrance 
department and the 


Gene Gore of the Security Stationery Co. has been elected president of 


Kansas City Stationers Assn. Other new officers are ArNoLtp Hoppe of Gallup 
Map and Stationery Co., vice president and Mrs. Heten Cox of the Shepard 
Stationery Co., secretary. 
* 7 * * 
S. J. Olsen Co., Milwaukee stationery and office equipment firm, has gone 
out of business after 35 years of operation, following an announcement by Mrs. 
S. J. Ousen, widow of the founder. Erwin W. Doepxe, vice president and 


furniture field. ArTHUR 
sales department of H. 7. 


in sales work in the office 


manager, 's 


general manager, will continue 
C. Fincer, 


West Co.., 


assistant general joining the 


another Milwaukee office supplies firm. 
+ * * * 


A 16-day 
National Office 
per person, there 
Paris, Hanover, 
groups in Europe; 
exhibit of 
tour. 


being offered to members of the 
(ssn. from April 21 to May 7, 1961. For $550 
travel across the Atlantic both ways; stops at London, 
and Frankfurt; 
look at the 
machines. 
Details 
Noll Business 


European meeting and tour is 
Machine Dealers 
will be jet 
Nuremberg meetings with several office machine 
Hanover Fair which will include 
Capacity re 
may be obtained 


Machines, Ine ’ 


and a a compre- 
132 are expected 
Nott, NOMDA 
Philadelphia, Pa. 


hensive office 
for the group 


vice president, at / 


servations of 
EpGar 
17th St., 


from 
117 So. 
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s of 


hua, 


Ine. 
uire John Aderhold, Scripto vice president, introduces new ball 
Lon pen, “The Escort,"’ to TV and recording star Polly Bergen 
= © while Norma Collier and fiance (now Mr. and Mrs. Carl 
>) Youngberg) beam approvingly. Mr. Aderhold was guest 
uve =F speaker during presentation ceremonies at the Cotillion for Observing 20th anniversary of Certified Products (CP) seal to 
denote high quality and safety in children’s art materials are, left 


tion : the “Ten Best Dressed College Girls’’ selected by Glamour 
ting ) Magazine. Scripto and Remington Rand were among hosts 
for the event in Grand Ballroom of the Hotel Astor in New 


York. 


to right, James J. Shea, Milton-Bradley Co.; Leland P. Spore, The 
American Crayon Co.; T. O. Philpott, American Art Clay Co.; John 
M. Hamilton, Binney & Smith, Inc.; and Mack Lester, Art Crayon Co. 


of the NEWS 
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i 


= 
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Wholesalers and manufacturers filled a dining room at the Sheraton-Blackstone in Chicago for the fall Midwest meeting of the Wholesale 
Stationers Assn. to study ‘Blueprints for Profitable Marketing of Stationers’ Products.” 
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Mark up new sales 


& Profits with the 
DRY 


with the 
EXCLUSIVE 

SPRING-WICK 

VALVE ACTION 


as illustrated. 
Just push down 
ink flows again— 
Will not dry up 
if left uncapped. 









packaging... ' 


mee § nm, 
FLASHOAY 
Err 

























Available in attractive 4, 8 or 12 color 
sets. Also individually carded. 


enew prices... 













5 Sizes, 4 different packages and 11 coiors, all com- 
binable for big discounts. List prices range from 39¢ 
to $1.49. 


new promotions... 


iT 






Complete merchandising program, dealer aids 
and national advertising backs you—helps you 
sell! Advertised in Reader's Digest, school, office 
and industrial publications. 












av gilable eee 
Tested and 
Approved by the 

U.S. Government 
and School Boards 


Pocket Size, 












Slimline 
PEN 
MARKERS 


and 


FOUNTAIN 
MARKERS 








MANUFACTURING COMPANY 
169 Murray Street * Newark 5, N. J. 


“Makers of the Famous Lewis Safety Knife and Fiash Box Opener” 
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| ported lamps, plastic decorative plants and walnut and teak fur- 






ee 


NSOEA Adopts Pension 
Plan by John Hancock 


NEW S 


New Eo 






Burr! 
The National Stationery and Office Equipment Assn. has market 'n 
adopted a Group Annuity Retirement Plan proposed by the John Co.. 





Hancock Mutual Life Insurance Co. 

The plan, a flexible one to serve a variety of dealers, will get 
underway when the required minimum of 100 people are enrolled 
from participating member firms. Members will receive a data 
sheet which they are asked to fill out. 








John Hancock, in return, 
will use the information to prepare a detailed proposal outlining 
the specifications of the retirement plan best suited to the in- 
dividual member firms. 

The program was developed as a result of dealer requests for 
something that would provide a strong incentive to hold their 
employees through the years and at the same time eliminate the 
retirement problem. 












Advantages of the group plan include (1) saving of employer 
time in investigating different types of retirement plans, (2) lower 
costs as a result of legal fees and contract changes for only one 





trust agreement and one master contract and as a result of stan- Mr. 
dardized forms and administration procedures, (3) a choice of White 
retirement benefit levels and eligibility requirements. associa 


Interested dealers can get further information from 
740 Invstment Building, Washington 5, D.C 


NSOEA, 

























This 

Accepted boundaries for the new 10-district organization of the in $ 
National Stationery and Office Equipment Assn. are as shown on tasz, 
this map, following November meetings of governors and executive set | 
committee members. The change will follow 14 district meetings in coun 
spring of 1961. Alaska will be included in District 8 and Hawaii Nati 
in District 10. 200, 
. ters 

Alabama Firm Moves one 
To New, Larger Quarters fact 


Powers Co., a printing and office supply firm operating in 
south Alabama, south Mississippi and northwest Florida, recently 
moved to modern, spacious new quarters at 320 N. Royal St., 
Mobile, Ala. 

The 104-year-old company is now housed in a building which 
has 18,500 square feet, with 3,800 of it devoted to office furniture 
display and related decorative 












items. Tapestries, ceramics, im- 





niture are among the items on display. The company also handles , 
Ditto and Gestetner duplicating machines and supplies. a 

Customers from all over the Greater Gulf States attended an ( 
open house in October. Officers of the corporation are John L. ] 


Sellers, president; Oliver P. Dix, executive vice president; Kather- 
ine K. McMahon, vice president; and J. C. Carrington, secretary- 
treasurer. 
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J. K. Gill Furniture 
Supervisor Appointed 
Mark M. Gill, president of The J. K. 


Gill Co., has announced the appointment 


Printing & Stationery Corp., secretary; and 
Arthur Robinson, Simax Stationery Co., 


ie NEWS .. . 


New Eaton President 
Burr !| M. Getman, vice president for 


treasurer. 


















Louis Caracci of the Norwood Co., past 


ssn. has markeling of the Gorham Manufacturing president and director, was designated a of Richard B. Westacott as furniture sup- 
the John Co., s been elected president of the permanent director and was presented a ervisor for Gill's 


plaque in recognition of his 50th anniver- office furniture di- 

sary in the industry. Elected as_ three- : visions in the 
year directors were Sam Rabinowitz, Sport ; Northwest. 

>a data ham. Stationers & Printers; Robert Polon of Mr. Westacott 

1 return, q In this new po- Robel Press; and Phil Scuhman, S&S Sta- y 

outlining an sition Mr. Getman 


ill Eaton Paper Corp, 
will ae ’ 
ped a subsidiary of Gor- 
will make his head- 
quarters in Port- 
land, Ore., and will 
direct and coordi- 


lionery. 
the in- , oe "4 succeeds Harry ‘>. Mr 


: Hein, as president of the group, 
Dutton, who is re- 


: oe : has been working out an extensive program 
rests for tiring as_ president of 


ld their : and has been elec- 
ted chairman of the 
board of Eaton. 


newspaper advertising with manufac- nate all office fur- 
turers for the membership of the Associa- niture operations 
tion. The first of the ads, featuring the for the company 

Westacott in Portland, at 
Lowman and Hanford in Seattle, and at 


Shaw and Borden in Spokane. 


nate the 
new erasable Venus Ball Pen-cil, was sched- 
uled to appear in the New York Times on 
Nov. 28 and Dec. 38. 


mployer Both changes be- 


») lower Getman come effective Jan. 1. 
nly one In addition to his 12 years at Eaton, 
Mr. Dutton was formerly president of 


White & Wyckoff. Mr. Getman has been 


associated with Gorham for 33 years. 


of stan- 
oice of 


SOE A, 





This window display at Schwabacher-Frey Co. 


of the in San Francisco, the work of John H. Po- 
wn on tasz, display director, was one of hundreds 
ecutive set up by stationery retailers throughout the 
ings in country during the October observance of 
Hawaii National Letter Writing Week. More than 


200,000 streamers featuring the slogan, ‘‘Let- 
ters Are Links to Friendship,"’ were distrib- 
uted by the Paper Stationery & Tab'et Manu- 
| 4 facturers Assn. 
ing in 
cently 
il St., 


which 
niture 
;, im- 


... the strip you zip from a pack of ODIN® office printing 
papers. “Zip” and the pack is a pouch for easy removal of 
Bergstrom’s quiet-white* mimeo duplicator or bond finish 
printing paper. Remaining paper tucks back in the pouch for 
neat, identifiable shelf storage. Later, pack your finished, 
printed work in ODIN’s double-life pouch; then tape-seal. 
You'll save 10%-15% office printing paper loss, plus extra wrap 
and wrapping time, plus temper, hands and fingernails of 


Arthur Hoagland, left, and George J. Frem- 
gen were honored recently upon their re- 
tirement from Wilson Jones Co. after 95 
years combined service in the office supply 
industry. 


\ 


your girl (or man) Friday. 
ODIN samples from your paper merchant, or wire... 





New York Stationers 
Re-elect Officers 


lo 


BERGSTROM PAPER COMPANY 


fur- Members of the Stationers Assn. of New NEENAH, WISCONSIN 
ndles York, Ine., voted by acclamation at their *in readable colors, too beautiful papers thoughtfully packed 
annual election meeting in November to 
d an continue Harold Hein of Midcity Press, 
n L. Inc., as president of the organization. 
ther- Other officers retained include Mannie 
lary- Klein, The Klein-Heimbinder Co., vice 
president; Irving Steinholtz, Cantigny 
---for more details circle 112 on last page 
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NEW FOR 
BURROUGHS 
DEALERS: 


A COMPLETE LINE OF LOW-COST HIGH-QUALITY ELECTRIC 
TEN-KEY ADDING MACHINES! 


Six Burroughs-quality machines with capacities from 7-list/8-total to 
10-list/11-total. Three with credit balance, three without. 


Six precision-made electric adding machines to round out your Burroughs 
line and put you in the best competitive position ever! 


Six budget-priced beauties! 

This new six-machine economy line, together with your full range of 
de luxe Burroughs models, assures you of a machine tailored exactly 
for any prospective buyer. 

And that means more profit power for you! 

Burroughs also offers you a full line of checkwriters, cash registers, full- 


keyboard adding machines... plusa complete selection of office supplies. 
Burroughs—TM 


Burroughs 
Corporation 


Sign of an 
outstanding 
dealer 


Get more information! Simply send the coupon nos: 
Dealer Sales Department, Burroughs Corporation, Detroit 
32, Michigan. 


MS-3A 


DEALER SALES DEPARTMENT 
BURROUGHS CORPORATION 
DETROIT 32, MICHIGAN 


Please rush me details on the new six-machine economy line. (J 


Please send information on the new full-keyboard economy model. (See 
column at right.) [1] 


NAME 
FIRM__— 
ADDRESS __ 


| rs ZONE__ STATE _ 


- - for more details circle 116 on last page 
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Additional Staff Member 
Appo:nted by NOMDA 

Eugene Woods has been named to the 
post « assistant to the executive secretary 
of the National Office Machine Dealers 

: Assn. in a move to 
further increase the 
organization’s value 
to its members. 

Harold Mann is 

executive secretary 

of the office ma- 

chine dealers organ- 

ization, 

headquartered at 

1542 Hillhurst Ave., 

Woods Los Angeles, Calif. 

The addition to the NOMDA staff was 

dictated by the growth in NOMDA mem- 

bership and the expanded program of ac- 
tivities planned for the future. 

Mr. Woods was formerly with the Ore- 
gon Journal of Portland, Ore., as promotion 
production manager. His education in- 
cluded study at the University of Oregon 
Art School. 

NOMDA has also announced: 


The availability at nominal cost of a set 


which is 


of four easel-backed window-counter cards, 
each 14” by 22” and carrying a specific 
message on the services a dealer offers; 

The re-issue of a popular direct mail 
folder for dealer use entitled “When Buy- 
ing a Portable Typewriter;” 

The publication of a model lease form 
available to members at no cost; and 

The printing of worksheet sets for the 
convenience of dealers adopting NOMDA’s 
new uniform system of accounting. 


Show Roundup Indicates 
Busy February Schedule 

Dealers, their department heads and their 
salesmen will find February, 1961, a busy 
one for show-going. At least a half dozen 
exhibits, most of them of a regional na- 
ture, are planned for the trade to show 
stationery, office equipment and_ related 
lines. 

NSOEA WESTERN — with 210 exhibi- 
tors signed up and almost all show space 
taken, plans are nearing completion for a 
profitable three-day business program to 
round out the first Western Stationery and 
Office Equipment Convention and Exhibit 
in Los Angeles, Feb. 24-26, at the Hotei 
Biltmore. Various features of the program 
will provide financial and management ad- 
vice for dealers and selling information for 
both dealers and their salesmen. 

NOFA — Design in the office will be 
a top feature in the program of the Na- 
tional Office Furniture Assn. Convention 
and Exhibit in New York Feb. 23-26. 
More than 120 manufacturers will be 
exhibiting with NOFA at the New York 
Coliseum for this 15th annual event. Con- 
vention headquarters will be at the Park- 
Sheraton Hotel. 

CHICAGO GIFT SHOW — The 7st 
semi-annual Chicago Gift newly 
eight full selling and 
buying days, will be held Feb. 5-12 at 
the Lasalle Hotel and Palmer House. For 
the first time in its history, the Chicago 
show 


Show, 
streamlined into 


will be open two evenings, Sunday, 
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As a new 
coverage, there will be a 


Feb. 5, and Tuesday, Feb. 7. 
aid to show 
special information center for specific re- 
source assistance in the Discovery Room, 
a showcase for new ideas. 

WESTERN GIFT SHOWS Many 
new imported items and hundreds of new- 
ly styled products are expected to boost 
registration for three February shows vi 
Western Exhibitors, Inc. They will be 
held in San Francisco, Feb. 5-8; in Port- 
land, Feb. 12-15; and in Seattle, Feb. 19 
Qe 


To Have Atlanta Showrooms 

Gibson Greeting Cards, Inc., of Cincin- 
nati and Rubel & Company Decorative Ac- 
cessories, Inc., New York, have signed long- 
term lease agreements for showroom space 
in the new Atlanta Merchandise Mart 
building to be completed next June 


South Wins Morris Trophy 

The annual golf match for the Bert M 
Morris Memorial Golf Trophy took place 
Oct. 28 at the Pasatiempo Country Club, 
Santa Cruz, Calif. Since the passing of 
Mr. Morris in 1952, the contest has be- 
come a fixture in the golfing activities of 
the Golden State Travelers of Southern 
California and the 49’er Travelers of 
Northern California. The 1960 contest 
ended in a tie and was settled on the put- 
ling green, with the South 
J. Howard Patrick of San _ Francisco, 
NSOEA president. was an honored guest 
at the outing. 


victorious 


Oz Showroom Expanded 

Oz Publishing Co., producer of Oz Studio 
and Stanley Greeting cards, has opened an 
expanded showrvom and executive and gen- 
eral offices at 156 Fifth Ave., New York 10, 
N.Y. 











The Carl W. Draper Co., manufacturers rep- 
resentatives serving the west, has moved its 
main offices to this new building at 219 So. 
San Pedro St., Los Angeles. The new build- 
ing has showrooms and a warehouse, in 
addition to offices. It is equipped with auto- 
matic elevators and is served by a spur rail- 
road track and a truck dock. 


ADDING 
ATTRACTION: 


NEW ECONOMY MODEL 


extends full-keyboard electric 
line to budget-minded buyers 


Here’s the machine that’s sure to get you a greater 

chunk of the full-keyboard business. It’s the new 

Burroughs 9 08 95, a quality machine priced far 

below others of its kind. Here are a few of its 

features: 

 Full-keyboard flexibility 

* Quick, easy electric operation 

« 8-list, 8-total capacity 

¢ Direct subtraction 

¢ Takes narrow or wide tape 

¢ Standard carriage handles forms up to 37%” wide 

¢ Low, low cost! 

The new 9 08 95 is a “must” in every dealer’s line. 

The coupon at the left will bring you full details. 
Burroughs—TM 


Sign of an 
outstanding 


dea/er 
fa 74 


Burroughs 
Corporation 


- -- for more details circle 116 on last page 
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Please send dealership information to 


na ro 


Koh-I-Noor Changes Nam 

Koh-I-Noor Pencil Co., Bloomsbury, 
N.J., has changed its corporate name to 
Koh-I-Noor, Inc., to reflect the diversified 
range of drafting and writing products the 
company now manufactures in addition to 
pencils and leads. William E. Danjezek, 
president, said the woodeased pencil will 
continue to be the backbone of the business, 
but he said diversification in the drafting 
and art supply field was largely responsible 
for an annual growth rate exceeding 25 per- 
cent in the last several years. The name 
“Koh-I-Noor” was first adopted by the 
company in 1890, in honor of Queen Vic- 
toria’s most famous crown jewel, after the 
Prince of Wales visited the L&C Hardtmuth 
Pencil Factory, as it was then known. 





SM PARTITIONS 


Inked Ribbon Makers 
React to Tariff Hike 
In a statement issued through its coun- 
Link, Jr., the Carbon Paper 
Ribbon Assn 


President 


sel, George 
and Inked 


surpise at 


expressed creat 
Eisenhower's procla- 
tariff 
cessoins on cotton and typewriter ribbon 
cloth and thus restoring 
rates of duty. Mr 
mation was 


mation withdrawing existing con- 


statutory higher 
Link said the procla- 
completely unexpected and 
would place a substantial burden on manu- 
facturers of inked who use im- 
ported and domestic cloth extensively. It 
is reasonable to assume, he said, that the 


ribbons 


ultimate burden of a 10 percent increase in 
the price of foreign cotton cloth will be 
borne by all business offices who are the 
purchasers of inked ribbons. 


introduce a new 


concept in true movability with maximum 
freedom and flexibility in office layout. 


MOVABLE 


Distinctively styled, they create semi- 
privacy at moderate cost, or adapt other- 


wise unsuitable rental space for office use. 


OFFICE 


Of sturdy construction, using plastic- 


coated MARLITE Panels with Honeycomb 


PARTITIONS 


Core and Anodized Aluminum Framing 
and Posts, SM PARTITIONS are easily 


installed and rearranged without tools. 


STELZER MOLDINGS, INC. 
23184 Keller Street 
South Bend 28, Indiana 


Name 





Company 


Street 





City State_ 
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SX SM 
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Seigle Leaves Associated 

Harold J. Seigle, who was elected » 
sident of the Wholesale Stationers As 
last spring, recently has left his posicid 
manager for Associz 
Chicago. He } 
Albert Zitmore, forme 
ly with the Ramsay Co., Florida wholesa 
stationery firm. 


as general sales 
Stationers Supply Co., 


been replaced by 


Magnetic Ink Encoding 
To Raise Cost of Checks 

A statement anticipating a rise in th 
cost of producing bank checks resulti 
from the heavy investment in new equig 
ment, techniques and personnel involve 
in magnetic ink encoding has been prom 
gated to the banking industry by the Bar 
Stationers Section of the Lithographers 
Printers National Assn. 

The Section, serving as liaison for t 
check printing industry with the America 
Bankers Assn., discussed the current stat 
of bank 


Subjects on the 


automation at its fall meeting 
agenda included chee 
standardization, a progress report on state 
ments and ledgers, new developments ig 
composition equipment, and a look into thé 
future of magnetic ink encoding of check 

In the statements on costs, it was point 
ed out that 


have 


professional bank  statione 
hundreds of thousands of 
equipment to meet the 
exacting specifications for printing in mag 
netic ink. 


invested 


dollars in new 


“The problems posed by Magnetic Ink 
Character Recognition (MICR) 
erally bank 


plants,” the statement said. 


have lit¢ 
stationery 
“Many ban 
obliged to install 
atmospheric control devices in their plan 
to insure against 


revolutionized 


stationers have been 


the distortion in paper 
Per- 
sonnel in their shops have had to be re- 
trained to handle the precision printing 
that MICR proof readers 
have become inspectors working with such 
technical equipment 


that occurs when it absorbs moisture. 


requires and 


as oscilloscopes and 
stereoscopic microscopes. 

“Tolerances are ten-thou- 
In contrast with or- 
printing which must meet merely 
an esthetic standard, MICR calls for the 
imprinting of characters and symbols that 
must meet the requirements of an electric 
eye in the reading head of automatic check 
processing equipment.” 


measured in 
sandths of an inch. 
dinary 


Webway Albums Win 
Consent Decree in Suit 

The Holes-Webway Co., St. Cloud, 
Minn., maker of “Webway” albums dis- 
tributed nationally by Samuel Ward Mfg. 
Co., obtained a consent decree in their pat- 
ent infringement suit mvolving album 
Regal & Wade Co. The 
suit was brought against a chain selling 
Regal & Wade leaves in 
several other states. 

Regal & Wade acknowledged the validity 
of the Holes-Webway patents, warranted 
that it ceased manufacture of the infring- 
ing sheets in August, 1960, and settled past 
infringements. 


leaves made by 


Minnesota and 


Manufacturers Announce 
Promotions, Appointments 

The Ideal System Co. has announced the 
appointment of C. Russell Zeininger as 


sales and advertising manager. He was 
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An Actual Sample Appears in VOGUE MAY 


‘St yore i Time $1.39 
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with an advertising agency as 
-xecutive in charge of Ideal’s mar- 
id advertising for the past three 


former! 
accoul 
keting 
years. 

Appoitment of new sales representa- 
tives California and New York has 
been announced by the Bentson Manufac- 
turing Co. Howard L. Lester, 1246 Red- 
cliff Dr., San Jose, is working with William 
Tonkin of San Francisco. Wilbur H. (Bill) 
Cooper. 1250 Culver Rd., Rochester, N. 
Y., will cover parts of New York and 
Pennsylvania in association with C. Stuart 
Goll of Philadelphia. 

David Murray has been appointed sales 
representative for Meilink Steel Safe Co. 
in six New England states. His address 
is P.O. Box 508, Waltham 54, Mass. 

Gardner Moon has been appointed ad- 
vertising manager for the Autopoint Co., 
a division of Cory Corp. 

Eureka Specialty Printing Co. has an- 
nounced a reorganization of its sales and 
related functions, making the firm one of 
the few in the printing industry to adopt 
“marketing concept” principles fully. John 
W. Young, formerly general sales manager, 
becomes marketing and sales director, with 
full responsibility for all phases of mar- 
keting. 

Stow & Davis Furiniture Co. has ap- 
pointed Laddie Votanek as sales repre- 
sentative for Illinois, Wisconsin and the 
metropolitan Chicago area. 

George F. O’Connell, a 10-year veteran 
of White & Wyckoff, has been appointed 
director of customer relations. The writing 
paper manufacturer has also named Orville 
E. Burgess of St. Joseph, Mo., as Mid- 
west sales representative to cover the west- 
ern part of Missouri, Kansas and Okla- 
homa. 

Harry Tehan Associations has been ap- 
pointed to represent The Weis Manufac- 
turing Co. in the Carolinas, Georgia, Ala- 
bama, Tennessee and Florida. 

Oxford Filing Supply Co. has appointed 
John J. Begley as field representative for 
New York State to replace Bill Ross, who 
now handles Oxford’s New England ter- 
ritory. 

L. M. (Larry) Marks, former manager 
of sales research and development for Mar- 
chant Calculators, has joined Dymo In- 
dustries, Inc., Berkely, Calif. to fill the 
newly created position of market research 
manager. 

The Reyburn Manufacturing Co. has ap- 
pointed two new sales representatives: John 
W. Dean for eastern Pennsylvania and 
southwestern New Jersey, and Robert W. 
Leeds, Jr., for Delaware, Maryland, south- 
eastern Pennsylvania and Washington, D. 


Ralph Blackburn, 1922 Fremont St., 
Rockford, Ill., has been named to repre- 
sent Amberg File & Index Co. in Illinois, 
Missouri and southern Wisconsin, replacing 
Walter A. MeNichols who retired recent- 
ly after 88 years with Amberg. 

Bert Johnson has been named to repre- 
sent California Artists in Midwest sales, 
covering Illinois, Iowa, Minnesota, Wis- 
consin, Nebraska and the Dakotas out 
of Chicago. He succeeds Stan Cooper, who 
will work with East Coast accounts. 
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John L. Cameron has been appointed 
general sales manager of Stenocord vf 
America. 

Jerome Hornig has been named sales 
promotion manager of American Tack Co. 
and its affiliate, Snell-Jones Tacks, Inc. 

J. P. Boyle has been appointed director 
of marketing services for Royal McBee 
Corp. His staff will provide services com- 
mon to all four of Royal’s new geographi- 
cal sales divisions. 

Albert F. Lang has been moved from 
New England to become New York sales 
manager for Penco Div., Alan Wood Steel 
Co. 

Kee Lox Manufacturing Co. has been 
named Talbot Curtin executive vice presi- 
dent; Charles K. Hellebush, Jr., vice presi- 
dent-sales; and J. Carrol Doyle sales man- 
ager. 


- ADVANCO’S KING-SIZE 1961 CATALOG 


MADE IN U.S.A. 





P. O. Moore, Inc. has appointed the 
firm of Kennedy & Shore to handle distri- 
bution of Telkee systems for key control 
in six states of the Middle West. 

James W. (Jim) Lindsey has been ap- 
pointed national sales manager, calcula- 
tors, by Smith-Corona Marchant, Inc. 

Ed Leman is now representing the 
Maison Gourmet line of contemporary of- 
fice accessories in New York State, Youngs- 
town, Canton, Akron and Cleveland, Ohio. 

Three Paper Mate Co. salesmen have 
been named district sales managers; Wen- 
dell Miller in Atlanta, John Holloway in 
Boston and Marvin Yarnold in St. Louis. 

John Tait has been named eastern divi- 
sion sales manager and Pete Morris west- 
tern division sales manager for American 
Concertone, Inc., a division of Astro-Sci- 
ence Corp., Los Angeles. 








Your Handbook to Bigger Filing Supply Sales! 


96 sales-packed pages, featuring: 
PUNCHLESS PAPER HOLDERS e MANIFOLD BOOKS 
PRINTED STOCK FORMS 
PRESSBOARD & MANILA FOLDERS 
PRESSBOARD & BRISTOL GUIDES 
ADVANCO’S extensive variety of printed stock forms are now 
dozen-boxed, gross-cartoned and distinctively labelled. 


ADVANCO PRODUCTS, sold exclusively through dealers, are 
backed by nearly 40 years’ experience. 


WRITE TODAY for this comprehensive Catalog. Keep it handy 
for advising and gervicing your customers. 


REG. U.S. PATENT OFFICE 
ADVANCO PRODUCTS, INC. 
76-05 51st Avenue, Elmhurst 73, L.I., N.Y 
Tel.: Hickory 6-4848 
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Officers elected to head the Canadian Office Machine Dealers Assn. 
for 1961-62 include, left to right, G. Laliberte, director; A. Kaiser, 
director; H. Simpson, director; K. Langwisch, director; P. Maag, second 
vice president; D. Waters, president; C. E. Costain, first vice presi- 
dent; H. Blake, board chairman; T. Hagbarth, treasurer; and J. Piszel, 
secretary. Missing from the picture are R. W. Woodrow, vice presi- 
dent, and J. Barr, director. The group's eleventh annual convention 
in Montreal was one of the most successful in COMDA history. A 
special feature was the honoring of Ed Waller of Underwood, Ltd., 
on the occasion of his 50th anniversary in the office machine in- 
dustry. 


Head table view at the Hotel Biltmore in New York shows part of 
the group which gathered there for the 85th anniversary banquet 
of The Stationers and Publishers Board of Trade. 





U. S. delegates to the sixth international Regna sales convention are 
shown leaving Idlewild Airport for Bergen, Norway. The convention 
of cash register and office machine dealers was attended by 325 
delegates from 26 different countries. 


40 





Resting their feet between calls are M. Willis Lane, left, and Harry 
Zahner, downtown salesmen for Farnham's in Minneapolis who were © 
recently honored for their combined 100 years of stationery selling. 
They are comparing gift certificates for new pairs of shoes to keep 
them going for “another half-century."” Mr. Lane, 68, figures he 
averages five foot miles on his 25 to 30 calls a day. Mr. Zahner, 
71, walks about 10 miles a day and estimates that in 50 years 
of selling on foot he’s walked the equivalent of three times around § 
the world. 


VIEWS 


Five NSOEA district governors exchanging views at second annual 
Governors’ Conference in Washington, D. C., are, left to right, 
Palmer Carnright of Newburgh, N. Y.; Joe Rosolio of Thomasville, 
Ga.; Verne Peck of Salt Lake City, Utah; Larry Moore of Salem, 
Ore.; and (seated) L. W. Tabb, Lake Charles, La. 
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PENKnife 


The perfect office knife. Ideal 
for executives, secretaries, 
office workers, etc. 
* Famous “interchangeable blade” 
X-acto knife features. 
Takes 3 styles of blades. 


* So Safe! 
Crystal clear “See Thru” Plas- 
tic Cap reveals the blade. No 
mistaking it for anything 
but a knife. 


* Always Convenient! 
Keep it in the desk. Has 


‘ ; No. 120 MERCHANDISER 
handy clip to permit 


Handsome, all plastic SELF-SELL Dis- 
play Merchandiser. FREE with your 
order for two dozen 3-ST PenKnives. 
Takes practically no space. 


$ 00 Mr. Dealer: The new X-acto Pen- 

each Knife is being nationally advertised 

Only list to your customers in ‘‘Today’s Sec- 

: retary” and “Modern Office Proce- 

Complete with j dures.’ Contact your jobber today 

surgically sharp and order your +120 Merchandiser. 
blade. j 


carrying everywhere. 


HANDICRAFT TOOLS, INC. 


viv. of X-ACTO, INC. 


48-412 Van Dam Street, Long Island City 1, N.Y. 
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High styled 
for high sales 








vse 
“sharpest” 
sharpener 

on the market! 


STERLING 500 


Mechanical PENCIL SHARPENER 


Modern lines, choice of harmonious color combina- 
tions, superb performance give Sterling 500 the 
sharpest sales story any sharpener ever had! Du Pont 
Delrin cutter body; hardened steel cutters; extra large 
plastic housing; precision selector. Guaranteed in 
writing. Modern Packaging, Suggested retail $3.85 
— an attractive buy for home or office! 


Request complete stationery & school supply catalog. 
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STERLING PLASTICS Co. 


1140 Commerce Avenue ¢ Union, New Jersey 
Fine Quality Guaranteed Since 1930 
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ENCO 


Makes the Biggest Impression 


Offers your customers 
greater variety, better value, 
precision-matic quality. 


SENCO DISPLAYS 
SELL 53 


Write for infor- 

mation, prices, 

; literature on the 

Manufactured by the world’s Senco displays 


largest manufacturer of and deals. Buy 
: from your near- 
school and office rulers. 


by jobber. 
SENECA NOVELTY CO., INC. 
52 MILLER STREET 
SENECA FALLS, NEW YORK 
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(Continued from page 16) 


Long Carriage Portable 9 


An extra long carriage now per- 


IMPERIAL METHODS -“s mits = pateble typeutiter 10 
M ff 7s ~~ ; used for statistical and other odd- 


size sheet typing. The feature is 
incorporated in the “Combina 13,” 
a newly designed, European import- 
ed, portable which includes such 
“big-machine” features as: auto- 
matic keysel tabulation; a full 44 
| key—88 character keyboard and half line spacing. “Combina 


“4 , | 13’s” unusual features include an automatic key dejammer, a 
if you re 


segment shift mechanism and a paper line meter. The machine 


4 , jalso features a built-in erasure table and an adjustable touch 
profit conscious! » 
| 


| control. Exclusive US. distributor is Central Business Machines 
service conscious! quality ne ee ee 
COUSCIOUS! kK KK KK |Special Character Type Keys 
DON’T PLACE YOUR “FILING Technical symbol typing is 


made easier with special-charac- 

SUPPLY’’ ORDERS TILL YOU ter keys individually fitted with 

plexiglass handles to simplify use 

CHECK WITH IMPERIAL METHODS wy the typist. Typing time is 

} a / J four seconds per character. Ap- 

I. A WS | proximately 400 characters are 

Mpc ia Wiel M ds C0. | available, including chemical, 

FOREST PARK, ILL. methematical and grammatical 

symbols, Greek letters, subscript 

FREE CATALOG and superscript numbers, many 

ON REQUEST both in pica and elite faces. 

Italics, superscript and subscript 
alphabets and ‘the Russian alphabet soon will be available. Price 
is $4 for typewriter adapter replacement, $3 for each symbol in its 
holder. A catalog is available on request from Mechanical Enter- 

- - - for more details circle 157 on last page | prises, Inc., 3158 Jefferson Davis Highway, Arlington, Va. 








Sh, EMBASSY ... all walnut desk series 


NATURES OWN WOOD GRAINED TOPS = PROTECTED BY HIGH PRESSURE LAMINATED SURFACE 


BURN RESISTANT | 
STAIN RESISTANT (-—» ad 


MAR-RESISTANT — 
PERMANENT — 
EASY TO CLEAN = —n 




















MODEL E4 
EMBASSY DESK 


DESIGNED TO COMPLIMENT 

YOUR EMBASSY DESK. THIS GROUP 

NOW AVAILABLE AS EXECUTIVE SWIVEL 

AND MATCHING GUEST CHAIR AND !S BEING 
EXTENDED TO INCLUDE A--- 


SETTEE *¢ STENO * POSTURE BACK CHAIR 


See The New Line— N.O.F.A. Show, February, 1961 
New York — Feb. 23-26 Los Angeles — Feb. 24—26 


GUEST CHAIR No. 6172 


MURPHY-MILLER, INC., OWENSBORO, KENTUCKY 
--- for more details circle 136 on last page 
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This new booklet tells you how to 


MAKE NEW PROFITS WITHOUT LIFTING A FINGER! 
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Here are the facts on how 
more and more stationery store 
dealers are adding extra profits 
to their operations without extra 
effort! Bausch & Lomb’s new 
booklet tells the full story on 
how B & L Reader & Magnifier 
Displays are making really new, 
really profitable sales for busy 
stationery stores. Write for your 
copy. It’ll be off to you in the 
next mail. Bausch & Lomb Incor- 
porated, Rochester 2, New York. 








BAUSCH & LOMB 


$680 Yearly Sales from *57 Inventory! 


SENTRY” DEALERS’ AVERAGE GROSS 


Price 
I in its 
Enter- 
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IS 12 TIMES THEIR INVESTMENT! 
You don’t have to be big or tie up a lot of capital to make 
money with SENTRY SAFES. Last year the average 
Sentry dealer enjoyed once-a-month turnover... grossed 
y joy 
$680... yet invested only $57. A floor model does the 
trick, because SENTRY drop ships to order. 
BEAT COMPETITION—MAKE FULL PROFIT 
SENTRYS sell for less than half as much as average com- 
eaidtn et nie i petitive safes, yet return you full profit. That means vol- 
fesnuees inchade Vermeulen vaseline ume sales . . . a chance to cash in on the virtually un- 
heavy all-welded construction, built-in 3- tapped market of householders, farmers, professional 
number combination lock, heavy duty bank men and small businessmen who need the fire and theft 
vault type lock bar, baked enamel finish. ° F ° 
Dimensions: Ouiside=24¥4"x1774"x1 714" ae they can afford with a SENTRY. Write for New SENTRY 
nside— » in. +4 
240 lbs. — IN-FLOOR SAFE 
Suggested List 89.95 sues Designed to be installed in 
Model S-8 Sentry—Same as above, but 15” New SENTRY Theft-Resistive concrete floor or block. Steel 
x12"x 184%” (3330 cu. in.) Weight: 330 Ibs. paces angele Beng, bang 209 
Suggested List $129.95 WALL SAFE fc. 5-number combination 
M H x . ee me 1 cannot be “punc ing 
mw wae a tana! agg oe Quickly and easily installed between 16 Piehcaasiane: Outside—1614” 
wood double door cabinet (25%4” x 20” x studs (or in concrete wall or floor). New x 874) ; Inside—12” x 8”. 
20”) conceals Model S-3 safe—makes 3-number combination lock, “E-2Z Read” nish soguday paghiowa of 
, handsome end table, night stand, TV base. = ge gg eigtte 11” x many businesses. Unmatched 
. ; Inside—6” x "x 13”. Mounting value. 
Model S-1 a agg 3a tr panel—1644” x 11”. Asbestos lined in- Suggested List $62.50 
floor model with basic features and con- terior. Weight: 26 Ibs. Also available with innes 
struction of S-3. Dimensions: Outside— Su ted Li 1$39 95 , oth op nguapamamaaae - 
Vy" x 17%)" x 13"; Inside—15” x 12” x gges is' > eposit siot. 
92”. 2-position shelf. Weight: 175 Ibs. 4 
Suggested List $77 50 “% JOHN D. BRUSH & CO., Inc. 580 West Ave., Rochester 11, N.Y. 
” --- for more details circle 115 on last page 
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“BRIDGEPOINT” DIARY 


Check Jogger 11) Ball Pe 
A four-bin rack Check Jogzer, A | 
model TPJ-01, can align thou. riter ba! 
sands of checks simultaneously 3, the 
3 for processing by automatic com. involves 

’ G ° | : puting and accounting machines, vents a 
Season Ss reetings * a s * Paper up to 6” in width and 10” & their « 
= ' : in length can be accommodated inates 

from g ‘& in this machine also. Users ing to 

iia iS be claim this model reduces labor lar Pr 

Mr. and Mrs. Bridgepoint & and time on handling checks by 65 percent. Checks and/or pen W 

= ‘ . a q paper can be placed in any or all of the four bins and 3600 

creators of ‘Social Bridge” aids ‘ vibrations per minute from Syntron’s electromagnetic drive quickly 
set them in perfect alignment. In addition, 3-bin, for mail, ete, J 
and 2-bin models for credit card accounting papers are also avail- § 


and a’ 
improv’ 
ful env 


be avall 
able. Complete information is available from Syntron Co., 1357 


Lexington Ave., Homer City, Pa 
Zip-po 
§ Movable Office Partitions 
Stelzer Moldings, Inc. of South 
3 Bend, Ind., announces the addi- 
3 tion of a Movable Office Parti- 
$ tion to its line. Designed to fill 
3 the need for a fully flexible, eas- 
3 ily installed and rearrangeable 
z divider wall, SM Partitions are 
styled with aluminum compo- 
nents complementing lustrous asiinel 
P wood grained panelling of dis- : 
. ° says 
tinctive appearance. Marlite Pan- ’ he use 
els with honeycomb core and eifice 
walnut grained plastic finish are aed 
framed in satin finished aluminum, and connect to sturdy alumi- rs 


num posts by means of an ingenious locking device, resulting in 
=. PRAYERS, PRINCIPLES, 


maximum rigidity with lightweight components. 


PROVERBS AND POEMS! ——— oe 


A—WHAT SHALL IT PROFIT You CAN rely on or Advertised bed 
A MAN ... if he gain the sein -\, bd STANDS 


line 
riches of the world, and to give your customers the performance tem 
still shall lose his soul? 


varie 
and value they expect offic 


B—ASK, AND IT SHALL BE GIVEN; aa j syml 


May the New Year bring 
health and happiness to all! 


Mollie and Maurice Freedman 


“3 


used 


guid 
seek, and ye shall find; 


lan 

knock, and it shall be opened unto you. MODEL 7711 ; i 

: floo: 

eal For the ‘limited budget"’ buyer, circ! 

C—THE RACE IS NOT TO THE OFFICE OR HOME USE. Solid ; 

SWIFT, steel top, undercoated for sound- 
vibration abatement. Square, 
Nor the battle to the strong. tubular legs. Two drop leaves. 


2” casters with brakes on front. 
D—IT PAYS TO ADVERTISE! 


The codfish lays ten thousand eggs, 
The homely hen lays one. 

The codfish never cackles MODEL 2300 
To tell you what she's done. 

ee MULTI-PURPOSE UTILITY TABLE. 

: ons a Heavy steel construction. Top 30” 

While the humble hen we prize, wide, 18%,” deep; undercoated 

basecsge wy mpd now — for sound-vibration abatement. 
That it pays to advertise. Tray inverted, becomes shelf. 2 1/2’ 

rubber casters, two with brakes. 


BRIDGEPOINT PLA YING CARD CO. For further anne write Dept. MS 
Main Showrooms: 225 Fifth Ave. Room 606, N. Y. 10, N. Y. TIFFANY STAND co. 


MU 6-8342 7350 Forsyth - St.Louis 5, Mo. 
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NEW PRODUCTS .......-+ «2 » 


Ball Pen Promotion 1 
A promotion designed to help dealers introduce its new Skrip- 
riter balipoint pens and refills to consumers will begin on January 
3. the W. A. Shaeffer Pen Co. has announced. The promotion 
involves a Skripriter Ballpoint Special Kit that will retail for 98 
vents and will “give dealers an opportunity to profitably acquaint 
their customers with an improved writing instrument that elim- 
inates such problems as clogging, smearing and gooping,” 
ing to Michael Keith, marketing director of the company’s Popu- 
lar Price division. The kit includes a $2.49 Skripriter ballpoint 
pen with Skrip 303 refill, an additional 79-cent skin-packed refill, 
and a copy of a new eight-page illustrated booklet on handwriting 
improvement, The three items are packaged as a unit in a color- 


accord- 


ful envelope. Special window banners and advertising mats will | 


be available for use by dealers. 


Zip-packed Paper 14 


\ Service that saves is built into | 
Fmd 


the unique, new Bergstrom pack- 
aging of its Odin office printing 
paper line. Mimeo, duplicator 


and bond individual ream packs | 
zip open to become reusable | 


pouches for neat, identifiable 


shelf storage of remaining paper. | 


Ten to 15 percent of office 

mimeo and duplicator papers in 
ordinary wrap is wasted, once the wrap is opened, the company 
says. Sealed with tape, the new Bergstrom zip pouch may also 
be used to store or ship the paper once it has been printed. The 
office papers ship in easy-open “courtesy” cartons designed to 
save hands and fingernails. Cartons easily reseal for reuse. 


Office Plan template 


A versatile office plan tem- 





plate is included in a _ new 
line of drafting templates of- 
fered by Keuffel & Esser Co. 
Trade-named “Speedraft,” the 
line consists of 18 individual 
templates for a widespread 
variety of applications. The 
office plan template contains 
symbols for all commonly aa 


a-00 mon 6 AND CoMPAN 
MEUFPEL © ESSER COMPAR 


used office equipment; a handy aisle spacing guide; and other 
guides for drawing work-flow plans. In addition to the office 
plan tool, the new line includes templates for use in drawings of 
store layouts, electrical and electronic diagrams, architectural 
floor plans, and plans for ductwork; and templates for drawing 
circles, squares, triangles, ellipses and other drafting symbols, all 
in graduated sizes and scales. 


Open Shelf Files 16 
Republic Steel Corp. has an- 

nounced its entry into the field 

of steel open shelf filing. Ac- 

cording to the firm, open filing 


can increase the filing capacity | 
of an active file room by as | 
much as 75 percent. New units | 


are offered in two types: letter 
and legal. The letter type has 


a 12-inch base with nine-inch- | 


deep shelves adjustable on one- 


inch centers. Shelves are slotted | 
on one-inch centers for use with | 
adjustable dividers. The letter | 
size unit is $6 inches wide and 90 inches high. The legal unit has | 


a 15-inch base with a 12-inch-deep shelf adjustable on one-inch 


centers. Standard width and height remain identical to the letter | 


size. Shelves hook into end posts and can be simply removed 
without tools. Both units have seven adjustable shelves as 
standard, plus a base shelf. Additional shelves may be added, 
if smaller papers or forms are to be stored. 
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LOOK HOW THIS NEW IDEA 
IN LETTER TRAYS STEPS UP 
OFFICE EFFICIENCY 


The Bert M. Morris Co. 


TWO-WAY TRAY 


Greatest advance in letter trays in 20 years. Unique two-way 
design allows work to flow quickly and smoothly both ways, 
saving steps, increasing office efficiency. 

Complements all types of office decor. Takes both letter and 
legal size paper. Stacks to any height with no cornerposts to 
interfere. Made of Hi-impact plastic to eliminate breakage. 
Has non-marring polyethylene feet. Gray, desert tan, mist 
green. Retails at only $2.00 per tray for quick turnover (price 
includes four plastic posts). 


Put efficiency at your fingertips with these other fine Bert 
M. Morris products... 


MORRISHARP — MORRIS MEMO MORRIS PHONE 
Electric pencil HOLDERS — REST — 

sharpener. With or without In telephone colors. 
ball point pen. Fits all phones. 





MORRISTAR BALL MORRIS SAFE-T-SET MORRIS TRAYS— 
PEN DESK SET— —Nonspill pen and Letter and legal size. 
Space age styling. ink set. 








BERT M. ORRIS CO. 


8651 WEST THIRD STREET, LOS ANGELES 48, CALIFORNIA 
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AT-M -veelalolusbmeleloiiale Mulerdalial- 


Economy priced to speed sales. Continuous-duty design assures 


minimum servicing to preserve profits. 4-way guarantee builds cus- 


tomer confidence. Many “addo-x” features—all “addo-x” quality. 


write : —“addo-x’’, 300 Park Avenue, New York 22, NY 
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NEW PRODUCTS a a at 
Desk Heater 17 









Concentrated radiant heat js 
provided by a new office heater 
called the “Desk Hearth.” The ’ 
heater is of lightweight alumi- 
num construction and __ easily 
bolts to the front panel of a 





desk. Suggested retail price is 
$12.50. It uses only a 200 watt 
element and as many as seven There 
“Desk Hearths” can be plugged BAY i 
into a single circuit without over- compa 
loading. Its height and angle can be adjusted and it takes up steel 
no floor space. It comes with a gray enamel finish from Dunlap equipr 
Manufacturing Co., P.O. Box 15-688, Tulsa, Okla. better 
prices 
sensib 
New Low Cost Adders 18 pwr 
Burroughs Corp. has _ intro- distri 
duced a complete new line of insur‘ 
low cost adding machines and vam 
announced an 18 percent price ane 
. > : finer 
reduction for its deluxe, ten-key distr 
models. The company, which ses 
formerly offered just one econ aaa 
omy model adder, says it expects distr 
to make an even greater penetra- glad 
tion of the estimated annual mar- cata 
ket for 350,000 adding machines wha 
in the U. S. and Canada. The new economy line includes five 
ten-key adding machines, one full keyboard model and a printing B: 
multiplier, a new adding subtracting machine that permits rapid, 
short-cut multiplication. All are electric. Prices for the ten-key AM 
and full keyboard models will range from $199 to $279. The 181 
printing multiplier will sell for $319. The new machines will be 
distributed through the firm’s 145 branch offices and more than 
€ —_—___ 


3,000 independent dealers in North America, 


i SELL THE BEST KNOWN NAME 
in the field 


—=————— 
| 










at 50% PROFIT | 


with extra discount for volume | 


























WALL HANGING 
FLOOR and CABINET TYPE 


portable CHALKBOARDS ; 
and BULLETIN BOARDS ; 


Here's a typical example: 
3’x 4’ Board... List: $12.95 Your Cost: $6.48 


Sell the widely respected ROWLES LINE and 
enjoy the best profit. Free dealer helps including 
envelope stuffers and catalogs. 



































write for profit program and prices 
ROWLES MANUFACTURING CO. DIVISION OF 
6400 W. Cortland ¢ Chicago 35, lll. BECKLEY -CARDY 
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immediate 
shipment on 
complete line 


There are four reasons why 
BAY is the fastest growing 
company in the field of 
steel shelving and shop 
equipment. manufacturers: 
better products, lower 
prices, quicker delivery, and 
sensible sales policy. Our 
system of limited franchise 
distribution and complete 
distributor protection 
insures freedom from 
wanton price cutting—and 
leaves us free to make 
finer value products for our 
distributors to sell. 

Even though some areas are 
now closed to new 
distributors, we'll still be 
glad to send you our 
catalog. See for yourself 
what has made BAY grow! 


BAY PRODUCTS DIV. 


AMERICAN METAL WORKS, INC. 
1818 West Cambria St., Phila., 32, Pa. BAldwin 9-1805 
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WORK BENCHES 
STEEL SHELVING 
HANDICABINET® 
BENCHES 
STOCK CARTS 
SERVICE TRUCKS 
STACKING BOXES 


T 
CABINETS AND 
CASES 














FILE CABINETS 


Fire King Insulated File Cabinets are 
available in one, two, three and four 
drawer models... in letter and legal 
sizes... a choice of attractive deco- 
rator colors. Fire King Cabinets are 
offered with Underwriters’ Labora- 
tories, Inc. C or D labels and the 
S.M.N.A. label. Write for catalog. 





GENERAL PURPOSE CABINET \Y 
CERTIFIED 1 wR.1700° 


SHOWROOMS: 


HARVID SALES ASSOCIATES AS > URPH 

NEW YORK, NEW YORK 3°, ISD & 

H. A. STEGER Ae i, DEC EI 

ST. LOUIS 2, MISSOURI Ww A ECDE 
‘ WAY UA 


BARLIN SALES COMPANY 
AKRON 8, OHIO 


HAGEN & WATERS 
SEATTLE 4, WASHINGTON 


RAUB & ROBINSON, INC. 
LOS ANGELES, CALIFORNIA 


MURPHY MFG. CO., INC. © 832 W. JEFFERSON ST. 
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HANG-A-FILE 


NOW 
Available From 




























for Detailed Price List to 


The Weis Manufacturing Co. 
Monroe, Michigan 
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@ LOUISVILLE 2, KY. 








Pat. Pending 


THE HANGING FOLDER WITH ADJUSTABLE 
METAL TAB 


GuideO-folders increase the speed and accuracy of filing and 
finding. All weight of the folders and contents is suspended on 
the steel side frames, eliminating all the pulling and tugging 
usually encountered by file clerks in filing and finding. Made 
in 5 sizes — Letter, Legal, Invoice, X-ray and LO-FOLDERS 
for 5-drawer files. The adjustable metal tabs make them 
readily adaptable to every filing system. Send for free sample 
and the GUSSCO complete catalog of filing supplies. 


GUIDE SYSTEM & SUPPLY COMPANY 


335 Canal St., New York 13, N.Y. 
Gussco Sales Inc., 337 Winston St., Los Angeles 13, Calif. 
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SNAPEX TAX & STOCK 
SUSINESS FORMS MANUFACTURERS 


W-2—Approved Federal, State and City wage 
tox reports for processing in one operation. 
Forms specifically designed for NCR, Bur- 
roughs, etc. 

STOCK FORMS—invoices, Bills of Lading, Pur- 
chase Orders, Expense Reports, Speed Letters, 
Credit Memos, etc. 





























You accept the orders—we do everything else 
under your name. Excellent profits. All forms 
imprinted or plain. 

IMMEDIATE SHIPMENTS right from stock 










Write for trade PROFIT-PLAN now! 
Serving the trade from Ceast to Coast 


APEX BUSINESS SYSTEMS 


540 PEARL ST., NEW YORK 7, N.Y. * Phone: BE 3-7133 
--- for more details circle 106 on last page 





















pick the proven profit line of shelf-service snapaparts 


Repli-Memos Purchase _§ | [ if 


Blank Rogersnaps 
Invoice Forms Bills of Lading 
Voucher Checks 
Salesman's Contact Report 


Rogersnap Carbon Second Sheets 
Legal size W-2 Forms 
OGERSNA 


BUSINESS FORMS 


P.O BOX 10425 mauas 7. texas “BUSINESS FORMS SPECIALISTS” 
- - - for more details circle 142 on last page 





GREATEST PAPER CUTTER IDEA IN A DECADE! 


+ It’s 100% 
hazard-free. 

* No blade 
exposure. 

* It cuts 
precisely. 




























SAFETY 
PAPER 

@ CUTTER 
4-edged, wedge-ground, throw-away cutting blade 
easily replaceable. Built-in Protractor for angle cuts. 


Light-weight, portable. In 12”, 18”, 24”, and 30” 
cutting capacities, at better stationers everywhere. 


SAFETY CUTTER CO., P. 0. Box 696, MENLO PARK, CALIF. 
BIGGEST PROFIT-MAKER FOR YOU OF CENTURY! 
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’ Boston Sharpeners are backed 
by an extensive advertising 
campaign to your customers 
to help you build your sales. 
Send for catalog and price list. 
C. HOWARD HUNT PEN CO., CAMDEN 1, N.J 
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Corrugated Mailer 1 
The Mack-Chicago Corp. ¢ 
Chicago has acquired the pater 
on a sturdy and versatile corr 
gated mailing box. Called th 
‘Indestructo’ Corrugated Maile 
it features double and triple thick 
iii construction at sides and ends 
and a special tuck-lock featur 

for extra strength. The ‘Indestructo’ is strong enough for a ma 
to stand on, yet it can be hand-folded in five seconds, and re@ 
quires only one piece of gummed tape to seal it securely. It is 
available in 50 stock sizes 













New Waste Basket Designs 


The “Office Appliances” 
#26503 design waste baskel pic- 
tured here is one of 50 distine- 
tively jesigned metal waste bas- 
kets introduced for 1961 by 
Weinman Brothers, Inc., $260 
West Grand ive. Chicago 51, 
Ill { new 12 page catalog in 
full color which gives details of 
the complete Weinman Brothers 
line is available. 







Self-Counting Coin Holder 
“Countex,” a self-counting coin & 
holder which counts coins auto- 
matically, is available from Cali- 
fornia Concession Supply Co. @ 
The coin counter is 74% by 9% 
inches. A white line on the 
seale designates standard roll of 
coins. Contents can be tipped 
into palm of hand and _pack- 
aged, already counted. Ciphers 
are recessed and __plastic-filled 
and cannot wear. The counters are made of high-impact plastic. 








Cellophane Tape 22 

From LePage’s comes news of ' 
Thriftape, a special promotion 
economy package containing a 
jumbo reel of cellophane tape 
measuring a full 1,000 inches in 
the half-inch width and retailing 
at 29 cents. It comes mounted 
in an_ all-purpose, _ king-size, 
ready-for-use transparent plastic 
dispenser case. Packed 24 to a box, six boxes per case, it is a 
product of LePage’s, Inc., a subsidiary of The Papercraft Corp. 





Modular Units 23 

Greater flexibility in the ar- 
rangement of office furniture is 
provided by new Wesco Fashion- 
Aire Modular Units by Western 
Manufacturing Co. Individual 
components and work centers 





may be re-arranged as desired, 
and additional units may be 
added, as needed, while the over-all custom look is retained. The 
units are available with square-edged tops of matching linoleum 
or textolile, trimmed with anodized aluminum. The box drawers 
operate silently on nylon glides, file drawers are cradled in full- 
suspension for effortless motion, and the automatic locking system 
is center drawer controlled. For more information, write Charlie 
Shanholtzer, Dept, 532B, Western Manufacturing Co., Aurora, IIL. 
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St Dalila, har used an 
Anco (Presentation $ asel 


for her sales pitch... 
she might howe 
pon her shears! 
P 


As an added service, every hotel, auditorium, 
banquet or convention hall should have one or 
more ANCO No. 350 presentation easels on hand 
... for the convenience of those using its 
facilities, for sales conferences, trade shows or 
conventions. 

The No. 350 is the only easel of its type and size 
selling for the surprisingly low price of $25, and 
offering all these unusual features: Adjustable 
from 44” to 6 feet 8” high, it is braced for sta- 
bility at even maximum height. Included are a 
28” x 36” washable chalkboard with pad holder, 
two 28” chart trays. It is compact, portable and 
folds flat for easy storage. The 
attractive walnut finish will har- 
monize with any decor. 

All ANCO easels are available 
through leading art material and 
office equipment dealers. Write for 
free literature. Dept. MS-1 


<P ANCO WOOD SPECIALTIES, INC. 


~& 71-08 80th Street, Glendale 27, New York 


WORLD'S LARGEST MANUFACTURER OF EASELS 
--~-for more details circle 105 on last page 
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LOOK TO 


OFFICE AIDS 
for the finest...first! 


HANDI-PEN DESK SETS. Sleek, slim, 
sturdy! Famous “Capillary Action” 
holds ink at proper level — assures 
constant supply. Colors available. 


Sr EEA 

IDEAL SANITARY MOISTENERS. De 
signed for convenience, efficiency 
Engineered for continuous reliability 


NO-OVER-FLO SPONGE CUP. Has 
surplus water compartment. Con- 
venient, cleaner 


FLEXIBLE STEEL KLER- 
ADESK — MODEL 6V 


**BUILD-UP"’ HORIZON- 
TAL DESK TRAY 


FLEXIBLE STEEL KLER- 
ADESK — MODEL D 


a Sahn 


ADAPTO-RACK CATA-RACK . . . FOR 
SECTIONAL ORGANIZER CATALOGS AND BOOKS 


FILE-A-SIST 
SPEEDS FILING 


Write today for full information and prices. 


8-1 Sengbusch Building 





Milwaukee, Wisconsin 
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e iT FOLDS 
°eiT SCORES 
°iT CAN SLIT 


or PERFORATE 
WITH or WITHOUT 
FOLDING 





{ Totdomutac WO 
§ Sold omatin Ee 


HEAVY DUTY MODEL FH-SHDN 










PLUSFET 


THE PRINT-O-MATIC CoO., INC. 


724 W. WASHINGTON BLVD. © CHICAGO 6, ILL 
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WILHOLD cras 





SPREADS FURTHER! 
SANDS EASIER! 


AMAZINGLY STRONG! 


OVER 3000 PSI 
DRIES QUICKLY * DRIES CLEAR 


SQUEEZE 
TO USE 


At 


UD 
AMAZING WITH Woop [asa] WILHOLD 


PAPER + LEATHER + TABLE-TOPS <p igh 
= 1089 
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Founded 1893 
Telephone GR 7-4200 


LOUIS 


MELIND 
COMPANY 


3524 N. CLARK STREET 
CHICAGO 13 


Mr. Dealer: 


Buy at Money Saving Prices 
from the largest Marking 
Device manufacturer selling 
fo DEALERS ONLY. 


Ask for our FREE 86 page 
catalog of “Justrite” Seals, 
Rubber Stamps, Daters, 
Numberers, Time Stamps, 
Pads and Supplies. 
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NEW PRODUCTS . . 


Leather Cases 





maker leather with the durability of harness grade. 


shown is $47 retail. Other attac 


from $22.50; and 


Cincinnati 14, Ohio 


25 


A new series of drawing boards 


Drawing Boards 


for artists and draftsmen has 
been introduced by Anco Wood 
Specialties, Inc., Glendale 27, 


Long Island, N.Y. The new No. 
710-M afford 


greater accuracy in drawing with 


series of boards 


a T-square and longer service 


life. New 


increase 


aluminum edges also 
resistance to warping. 
The new aluminum edge drawing 


boards are available in five sizes. 


Binder Display 


— 
ALdUmS & GomDLE 
ees eLesT Beereie 





é 


ers are given a maximum discour 


brief bags from $32.50. 
tained from The Leather Specialty Co., 


space. 


% 

New fashion colors — “Execy 
tive Olive,” “Turin Tan” an 
“Coffee Bean” — _ characterigg 
the complete Wear Best line 
Del Mar 


cowhide 


business cases in 
full-grained 
This new 


new 

California 
leather is tanned an 
aged by a unique process claimed 
to combine the softness of boot 
Attache cag 
hes are from $27.50; zipper case 


Details may be ob 
1403 Central Parkway 







has 
introduced a new swivel display 


Kingsbacher-Murphy Co. 
stand to do a maximum selling 
job in a minimum of counter 
The salesman” 
requires less than 18” of counter 


“silent 


space to display an assortment 
of 18 
anr binders, each equipped with 
transparent 


K-M 


presentation albums 


protectors. 


As part 


of a special promotional package, 
K-M offers the unit free with its 


All deal- 


it on these albums and in addi- 


assortment of albums. 


tion the entire unit (and any additional merchandise ordered with 


it) is shipped freight prepaid ev 
merchandise has been kept to 
regardless of size can take advar 
and binders are set-up and prepa 


erywhere. The net cost of the 


a minimum so that all dealers, 


itage of the offer. The albums 
cked in the display stand at the 


factory and a special package has been developed so that no 


assembling is necessary by the d 
brochure on the offer are availabl 
9830 Bellanca Ave., Los Angeles 


ealer. Details and a descriptive 
e from Kingsbacher-Murphy Co., 


45, Calif. 

























NOTCHING 
PUNCH 








TICKET PUNCHES 


THE HOGGSON & PETTIS MFG. 





also special 
1 


designs. 
No. 2, 3, 10, 1 


1, 21 






Nos. 17, 33—Notches cards, sheets, etc. No. 

17 dies not over 1/4” wide, 5/16” deep; No. 

33, not over 1/2” deep. 

No. 2 — For 1/8-1/4” round holes; 1-1/4” 

reach 

No. 3, 1-1/2” reach & No. 12, 2” reach, same 

style as No. 2. All will take special dies. 
Tety Punch Registers number of punchings to 


Punches 1/8”, 3/16” or 1/4” round holes — 


CO., 141F Brewery St., New Haven, Conn. 





Same counter available in our 
. Write for circulars. 
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ew PRODUCTS ..... 
i Sticks 27 


ew colors have been added to 

d Faber Nupastel assortment, 

total number to a package of 

An extensive market research 
study revealed the need for a greater va- 
rely of shades of red, which accounts for 
the addition of Carnival Red, Persian Rose, 
Burgundy. Garnet, Orchid Pink, Rust and 
Cordovan. Other new colors now available 
include Orchid, Blue Violet, Spruce Blue, 
Palm Green and Titian Brown. This is 
the third major addition to the Nupastel 
line, which started with a basic assortment 
of 36 colors. Each increase has brought 
a dozen new colors. The colors may be 
purchased singly or in the new assortment 


EASY AS 1-2-3 
... and as help- 


ful as can be... \" 


“COMPLETE 


PACKAGE”’ 
for New 


Corporations 


1. Goes Lithographed or Steel-Litho 
Stock Certificates Copyright de- 
signs . . . colors . . . styles to 
meet your clients’ needs . . 
all on fine quality stock. The 
handsome Steel-Litho Certifi- 
cates on 100% No. 1 Rag Paper! 


of 72 colors. 2. Goes Corporation Record Books bring 

you all necessary Organizational 

Forms. All have logical precise 

guides to incorporating proce- 

28 dures. Available with or with- 

out Accounting Forms. Minute 
Books also available. 


Film Marker Pencil 


An advance in manufacturing techniques 
has resulted in the development of a new 
marking pencil called the “Film Marker” 
by the Joseph Dixon Crucible Co. It is 
an all-surface pencil for writing on film, 
on wet and dry coatings and on all glazed 
surfaces — negatives, plastics, metals, glass, 
paper, wood, ceramics, laminations, etc. 
Said to be a substantial improvement over 
standard grease pencils, it has a lead base 
of specially formulated graphite which is 
encased in straight grain cedar wood. It 
can be sharpened in any conventional man- 
ner to permit fine, legible writing on sur- 
faces heretofore unsuitable for fine detail 

counter work. The mark it leaves wipes away 
ulesman” without trace with a stroke of a damp 
counter cloth or cleaner eraser. 
sortment 


eal | NEW! K&r@ promortIONAL 
«i with IP Desk Nameplate 29 STEEL DESK with LINOLEUM TOP 


As part 

package, A new executive desk nameplate has Mar-resistant, shock-proof 

with its been developed with re-usable letters that Armstrong linoleum top 

Il deal- snap in and out easily by hand. Eliminated Sturdy - 18, 20 & 22 ga. 

in addi- is the nameplate waste that occurs when | steel ats 

ed with employees leave a company. Three di- 5 easy-sliding roller 

of the mensional letters are triple chrome plated. Sptniies tome block 

dealers, Bases are a durable black or brown wrinkle an agp a 

albums finish. Heavy bases are 91/4” long and hold Rinied atedeum heed. 

at the @ 15 letters. Nameplates can be purchased vecien cad tien 

hat no for personal use or as gifts already made Adjustable glides for 

oriptive up for $4.95 each postpaid in gift box. A perfect levelling Model No. 603-D 

hy Co., kit that includes bases and letters for 15 Oven-baked enamel finish 66" x 30" 
» nameplates can be purchased for $74.55 


Choice of 4 colors 
postpaid. Write to Douglas-Stemac Co., 


_ A. 620 — 12th Ave. So., Minneapolis, make money & keep It 
— you sell K«C quality 


K&C quality cuts costly servicing, so you keep 
your profits on our fast-moving promotional steel 
equipment. 


» © te Seals... 
Available through % Conpenste Some 


. Your leading stationer, corporation out- 
iad leading fitter or printer can give you all the de- 
corporation tails on this TIME SAVING . . . MONEY 
outfitters, stationers SAVING CORPORATION PACKAGE. 


or printers. For supplier nearest to you call or write 





Goes abrir vv) it ima 


42 WEST 61st STREET, CHICAGO 21, ILLINOIS 
Co. has 53 Park Place, New York 7 66 Berry Steet, San Francisco 7, Calif 
1 display 
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Pins in Color 30 
The Moore Push-Pin Co., Phila, Pa., 


announces that the unbreakable plastic | _ “= 
heads of their famous Push-Pins are now as 
available in a choice of four different col- [ 


Files, desks, storage cabinets, combination units 
ors, in addition to clear. The colors are . . . all are precision made of heavy gauge 
red, white, blue, and yellow. Five of one =e steel, quality-finished in a choice of colors. 
color are packed in a blister pack that Write, wire, phone TODAY for complete catalog and price 

permits the removal of one pin at a time Het and WHEW KSC ist ORBER Bonus Piles. 


: , News or I i 
without disturbing the others. Moore Re- a ” eg gon pean: oo on. te: 


volving ry iad 1080 accommodates 72 

packets of Moore Push-Pins and is avail- 1007 Greene Ave., Brooklyn 21, N. Y. @ HYacinth 1-4510 
able free ‘ie an order for that quantity. OVER A DECADE OF QUALITY AND PRECISION IN STEEL EQUIPMENT 
It stands 10%” high and has a 9” di- 


R ntati : i H . . ° °° iets 
ameter. Packed weight is 3% Ibs. epresentatives: a few choice territories available; Inquiries invited. 
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NEW PRODUCTS ... . 


Carbon Paper for Electrics 31 
A new carbon paper designed expressly 





for use with electric typewriters has been 
introduced by Kee Lox Manufacturing Co. 
Called Certified KeeLectric M, the new 
paper complements the ability of an elec- 
tric typewriter to make a large number 
of sharp, clear copies. A new thin metallic 
backing positively prevents curling, and 















combined with the high quality rag paper 






assures economical performance. The car- 
bon base, mainly of Carnauba wax im- 
ported from Brazil, is said to be unusually 
“hard,” thereby eliminating smudging. 
Stamp Catalog 32 
The 39th edition of Scott’s Specialized 
Catalog of United States Stamps intro- 
duces a new section for Boating Stamps 
and provides 18 new illustrations in four 








sections besides offering 4,942 price changes 
and innumerable revisions and additions 
to listings. This new 1961 edition, with 
its 632 pages and S80-some separate sec- 
tions, is published by Scott Publications, 
Inc., 461 Eighth Ave., New York. Its 


price is $5. 






















There’s 


SALES MAGIC 








DRAWING TUBES & KITS 


AND NEW 


GLITTERBROIDERY 
FOR GIRLS 


Glitterizes paper, fabric, leather, metal 
in seconds! 12 colors, 3 sizes, blister 
packs, revolving racks and merchandis- 
ing deals available. 









Write for 
FREE samples and information 


O. E. LINCK CO., INC. 
Clifton, N. J. 
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Raised Letter Printing A 
Details and price information on simulat- 
ed engraved printing of business cards, an- 
nouncement cards or post cards are avail- 
able from Hantman & Co., P.O. Box 3761, 
Terminal Annex, Los Angeles 54, Calif. 


Label and Tape Brochure B 

Pee Cee Tape & Label Co., 521 No. 
La Brea Ave., Los Angeles 36, Calif., offers 
samples and a new brochure illustrating 
many pressure sensitive labels and _ tapes 
used by most shipping and receiving de- 
partments, 


Leather Goods Catalog a 

A new catalog and price list featuring 
fine leather goods for home and office is 
available from A&M Leatherlines, Inc., 230 
Fifth Ave., New York 1, N.Y. It includes 
albums, leather desk accessories, a new 
line of desk accessories in solid brass, and 
many novelty gift items 


1961 Accessory Catalog D 
North Oketo, Chicago 31, Ill. A 24-page 
Catalog #1961-B shows a complete selec- 
tion of desk pads and accessories. A four- 
page Catalog #1961-C is devoted to chair 
cushions, posture chair covers and typewrit- 
er pads. The company plans to introduce 
a new Acetate and Mylar products catalog 
in early January 


Contemporary Card Brochure E 

A new brochure on contemporary cards 
has been released by Roth Greeting Cards, 
P.O. Box 738, Glendale 5, Calif. It shows 
designs and includes a_self-return§ order 
form for dealer convenience. The line is 
priced at $1.50 per dozen on orders of $25 
or more, full freight prepaid, to afford 
dealers a full 50 percent. Card racks 
available from the company are also 
shown. 








Carbon Comparison Brochure t 

A new carbon cost comparison brochure 
by the Port Huron Sulphite & Paper Co 
is entitled, “How much do your carboy 
copies really cost?” It serves as a guide 
in comparing time and material costs be. 
tween loose carbon and second sheets and 
Huron Copysette manifold carbon pape§ 
sets. Copies may be obtained from Port 
Huron Sulphite & Paper Co., Port Huroa, 


Mich. 









Partition Catalog G 

A new catalog showing partitions made 
by Modern Partitions, Inc., Holland, Mich, 
decribes the firm’s line of movable parti- 
tions and shows surfaces, finishes, sizes and 
styles as well as the simple linking system 
employed. 


FLOOR 


STANDING 


Hat and Coat 
Racks with 



























Decorator Line 


Decorator floor dels are dly 
engineered, quality built and beauti- 
fully designed. Frames are of welded 
square tubular steel giving needed 
strength and weight for anodized alu 
minum shelf sections. Cast aluminum 
shelf-arms finished to match steel 
frames in silver-gray or gold hammer- 
tone colors. All Decorator Floor 
models single faced or double faced 
(island); garment hanger or hook 
styles. Two to six foot lengths, ad- 
justable glides or 2” swivel casters. 
Quality built, these units will stand 
for years — will not creak, sway, tip 
or sag. 


Write for Bulletin DL-740 for full in- 
formation on complete Decorator line 
including wall mounted racks. 


VOGEL-PETERSON CO. 


RT. 83 & MADISON ¢ ELMHURST, ILLINOIS 
---for more details circle 158 on last page 
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ina word... STRONG i 


SERS The Steel Framework Makes The Difference 


BANKERS BOX COMPANY 
Op 2607 NORTH 25th + FRANKLIN PARK, ILLINOIS 
Western Plant & Office 1354 $O. CLAUDINA * ANAHEIM, CALIFORNIA 
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STAXON STEEL 


TRANSFER Pus * 


_ — | 
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JUST OFF THE PRESS! 


HERE is the 
MOST COMPLETE 
oy: 9) Relea.) 


Marking Devices, Rubber 
Stamps and Office 
Accessories Available 
352 pages of popular money- 
making items ready for imme- 


diate delivery. Send For Your 
Copy Now...Use it profitably. 





DIV. BANKERS & MERCHANTS, Inc. 
4410 N. Ravenswood Ave. 
Dept. M1 Chicago 16, Ill. 
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Promotion Possibilities for 1961 


A listing of special days, weeks 
and months to be observed during 
1961 is presented for the conven- 
ience of dealers who wish to plan 
tie-in sales, promotions or mailings. 

Jan. 8—Official Opening of the 
Civil War Centennial Observance. 

Jan. 9-21—Large Economy Size 
Weck. 

Jan. 15-21—International Print- 
ing Week. 

Jan. 30-Feb. 4—National Retail 
Merchants Week. 

Jan. 30-Feb. 5—National Youth 
Week. 


~ LOW COST 


PROVED BY THOUSANDS 
TO INCREASE: 

@ IMPULSE BUYING 

@ SELF-SERVICE 

@ RELATED ITEM SALES 
SELL MORE — SELL FASTER — SELL 
EASIER . . . all with the amazingly 
LOW-PRICED, HIGH-QUALITY, FLEXO- 
SPACE. Self-Service makes it easier 
for your customers to buy. 
USABLE SELLING SPACE ALL AROUND 
the entire Island NO BLIND 
SPOTS! Use in all departments. 
Write today for full details of how 
YOU can make your sales soar at an 
unbelievable low cost with FLEXO- 
SPACE. 


FREE ALL NEW 50-PAGE 
WHOLESALE DISCOUNT CATALOG 
WRITE: ADD SALES CO 
829 YORK STREET 
MANITOWOC, WISCONSIN 
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Feb. 13—Lincoln’s Birthday. 

Feb. 14—St. Valentine’s Day. 

Feb. 15-28—Nationally Adver- 
tised Brands Week. 

Feb. 19-25—National Engineers’ 
Week. 

Feb. 
day. 

Feb. 23—75th Anniversary of 
the Aluminum Industry. 

Feb. 27-March 4—Pencil Week. 

March 1-7—National Weights 
and Measures Week. 

March 1-31—Children’s Art 
Month. 

March 1-31—Red Cross Mem- 
bership, Fund Campaign Month. 

March 5-11—National Save 
Your Vision Week. 

March 19-25—National 
men’s Week. 

April 1-30—National 
Month. 

April 2 

April 
Week. 

April 24-30—National 
raphy Week. 

May 1-7—National Correct Pos- 
ture Week. 

May 13-30—National Luggage 
and Leather Goods Week. 

May 14—Mother’s Day. 

May 20—Armed Forces Day. 

June 14—Flag Day. 

June 18—Father’s Day. 

Sept. 18-Oct. 18—National In- 
terior Design Month. 

Oct. 1-7—National Letter Writ- 
ing Week. 

Oct. 8-14—Fire Prevention 
Week. 

Oct. 12 

Oct. 
Week. 

Oct. 
Week. 

Oct. 22-28—National Downtown 
Week. 

Nov. 12-18—National Children’s 
Book Week. 


Nov. 23—Thanksgiving Day. 


22—Washington’s _ Birth- 


Sales- 


H Oo b b V 


x 


Easter. 


16-22—National Library 


Photog- 


Columbus Day. 
15-21—National Thrift 


21-27—United Nations 


Kids go for 
ED-U-CARDS 
oy -for- Lette ial) Mi 


DIFFERENT! 


- 


World's largest variety of children’s 
card games all in one display — 


now with 


= FUIP-MOVIE” backs 
7™~ STILL ONLY 29¢c 


Ed-U-Cards Mfg. Corp. 


13-05 44th Ave., Long Island City 1, N.Y 
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NEW! 


iP) } 


You can now supply your customers with 
immediate service on individual name- 
plates. When employees leave, letters 
and bases are re-usable. You buy 15- 
nameplate kit to use in making up name- 
plates, or use complete kits. Individual 
nameplates retail at $4.95. 15-nameplate 
kit retails at $74.55. Metal base is heavy 





®@ Saves money now wasted 
or nameplates. Letters and bases completely re-usable. 


DESK NAMEPLATE 
WITH 
RE-USABLE LETTERS 


© Attractive desk nameplate 
beautifies your desk. 

@ Makes an ideal and distinc- 
tive executive gift. 


one-piece construction with attractive black 
or brown wrinkle finish. Length 9%” with 
space for 15 letters. Write for catalog 
sheets and price lists or see your whole- 
saler. 


Douglas-Stemac, Inc. 
622 - 12th Ave. South 


7 


MAILERS 


Stamp 
Affixer 


Affixes actual stamps instead of printed 
tape—for more personal-looking mail. A 
small, compact stamp affixer that <an 
stamp thousands of envelopes a day 
Easy to operate—no wires—no elec- 
tricity. Can be stored in office desk or 
file. Loads rolls of 500 stamps at a time 
‘ . in any denomina 
tion. Get one for reg 
ular mail—get one for 
air mail—get one for 
pre-cancelled mail—get 
one for every depart 
ment. Use, also, to affix 
stamp-size advertising 
labels or stickers. 


Only $40.00 plus F.E.T. 
Dealer Inquiries Invited 


MAILERS EQUIPMENT CO., INC. 


40M West 15th Street, New York 11, N. Y. 


| 


mea 








Minneapolis, Minn. 
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CLASSIFIED ADVERTISEMENTS 


Deadline for classified advertisements is the fifteenth of the 2nd 


month 


preceding the month in which the magazine is issued. RATES: 30c a word. 


Minimum Order: $6.00. Names and address are te be included in the 


count. 


Initials or sets a figures are to be counted as one word. 





HELP WANTED 





Salesmen now calling on gift stores, drug stores, 
etc. We are a 30-year-old publisher of studio 
and humorous greeting ye ao commissions. 
Prepaid shipments. Fr acks, Box 293, 
MODERN STATIONE R AND OFFIC E EQU IP- 
MENT DEALER, 1 East First Street, Duluth 2 
Minnesota. él 


WANTED—DEALERS & DISTRIBUTORS FOR 
SPRINK SPRAY INK FOR SPRAY SIGN KITS 
& STENCILS. 5 COLORS, DRIES INSTANT- 
LY. LARGE 16-0z. CANS, ALSO SIGN KITS 
FOR CLUBS, CHURCHES OR ORGANIZA- 
PIONS FOR MAKING ANY SIGN IN SEC- 
ONDS. WRITE VIKING PRODUCTS, INC., 
P.O. BOX 653, SIOUX CITY, IOWA. 


PORTABLE TYPEWRITER 


Made in Italy. Only one model weighing 9 lbs 
Sideline salesmen commission basis wanted. Most 
territories available. Victoria Arduino Corp., 120 


Wall Street, New York 5, N. Y. WH 4-4783 


OUR SALESMEN NOW 
AVERAGE $16,578 

Our top_ salesmen are all making well over 
$25,000. This is because we are a fast-growing 
company with wonderful products. Now we are 
opening up new territories on an exclusive basis 

is is an important opportunity for men of 
proven ability and pie acter to step up their 
earnings, as well as their prestige. representing 
STENOTAPE, REMOTE- TAPE. PERFAX and 
STAMPAK. No _ investment required. Write 
American Geloso Electronics Corp., 251 Park 
Ave. South, N. Y. 10, N. Y., AL 4-2282, for 
appointment. 1-61 





New gold plated 


MEMO CLIP 


an 
organizer 


for home or office 


Now, add extra 
profits to your line. 
This Gold Plated 
Memo Clip makes an 
excellent bill holder, 
memo holder or recipe 
holder. It also doubles 
as a paper weight. An 
unusually fine lost 
minute gift item 
thot sells on sight. 


Available in either 
nickel or gold plated, 
bulk or gift boxed. 
Immediate delivery. 


DEALERS: send for 
samples and prices. 


L. D. VAN VALKENBURG 


HOLYOKE, MASS. 


| 
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LOCAL SALESMEN WANTED 
Stationery men _ calling primarily on_ variety . an ar 7.8 . ° 
stores, to sell leading line of Halloween cos- Feb. 22-26—National Office Furnitu 
tumes and masks in Ohio and Penna. Although Assn. (NOFA) convention-exhibi 
sideline initially, great opportunity for expansion ar i ae 
with this and other toy lines, if successful. Com- Coliseum, New York City. 
mission. Box 304, MODERN STATIONER AND 
OFFICE EQUIPMENT DEALER, 1 East First " as ac om > ° 
Street, Duluth 2, Minnesota 1-61 Feb. 24-26—-NSOEA Western Statione 


and Office Equipment convention-ex 
hibit, Biltmore Hotel, Los Angeles. 
Salesman calling on department stores, stationery 


and gift shops in the entire state of Pe nnsylvania Feb. 27-March 4 Pencil Week. 
and Southern New Jersey to carry a complete 

well established line of leatherette albums, scrap 

books and desk accessories No objections to March 11-17 11th Int’l Tov and Trad 
man carrying one or two additional lines. Please Fair New York 

give full information regarding experience and air, INCW ork. 

lines now carried. The S. K. Smith Company, 

) S ° ‘ , ° 

2857 North Western Avenue, Chicago 18, ae April 19-21—W holesale Stationers Assi 
annual convention, Edgewater Bea 
Hotei, Chicago. 





LINES WANTED 





April 27-May Natl Art Materia 
April 27-May 1—Nat’l Art Mat f 
Trade Assn. convention, Biltmore Ha 

MANUFACTURERS REPRESENTATIVE trav- tel. Los Angeles 

eling 15 years in Ohio—Michigan—Kentucky linn ‘Ang ~~ 

= for Import and Domestic Mfegr. for first 

class Greeting Card line, Stationery and Sta- r 1] 92. , Na?’ ’ , 

tionery Novelties, Address nae, Diaries, Leather April 28 May 1 ‘Nat'l Assn. of Colleg 

neh” Miter eins ° einen Box 303. Stores convention, Hotel Deauville 

MODERN ST AT IONER AND OFFICE EQUIP- Miami Beach, Fla. 

MENT DEALER, 1 East First Street, Duluth 2, 

Minnesota. 1-61 . ; : : J 

May 14-16—Stationery & Office Equip 
ment Guild of Canada, 28th annu 

AGENT WANTED convention, Sheraton-Mount Royal Ha 

tel, Montreal. 








wey ah s-y MN yy a POST 

CARDS SOW WHOLESALE PRICES 4 : . 

POSTPAID FAST SERVICE FREE DE- May 14-i9—New York Stationery Show 

TAILS HANTMAN & CO. BOX 3761, LOS 

ANGELES 54. 3-61 sh ; 

June 18-21—Nat’l Office Machine Dea 
ers Assn., 36th annual convention ex 


BALL PEN REFILLS hibit, Grossingers, New York. 


Sept. 18-Oct. 18—National Interior D 
Ball pen refills, highest quality. 100—$4.95 pre- sign Month. 

paid. Blue, Black, Red, Green, Gold. With 

matching 49c imprinted cellophane envelopes ex- . 02904 T2? . . 

cept for gold. Other bargains. Macleans, Box Sept. 23-27 National Stationery an¢ 
564-M, Houma, Louisiana TF Office Equipment Assn. convention ex 
hibit, The Conrad Hilton Hotel, Ch 


PERSONALIZED LABELS cago. 


Oct. 1-7—National Letter Writing Wee 
PROFIT WITHOUT INVENTORY! DISPLAY 
NEW, BOLIND LABEL TREE - Largest Oct. 14-17—Fifth annual Eastern Com 
selection of personalized addres “book, etc. al Genes wy Show New @& 
labels. It’s free! Bolind, Boulder “D4, Colorado mercial « tationery show, iNew o 
2-61 Trade Show Building. 














wo rusno mess (Lops (0. C(UEE0N 


wee" Desk Top Cleaner 


7 Easy to apply. Pour it on — Wipe it off. 
Contains magic miracle compound that penetrates 
Stubborn grit and grime. Brings back original finish. 
1 Pint—$1.25 Doz. Pints—$12 
(WEST COAST SLIGHTLY HIGHER) 


ee i 3 Order today. Money back guarantee. 


DESK T Yj LOOK BRAND NEW IN 2 MINUTES! 
mm min abut 


Free oem, WwW ! E M E R ‘ Ss, 1 FUC . vere. 


Dealer’s ~ lee 


invited. 70 Vernon Street © Bridgeport, Conn. 





sample or first order 


supply of Scott 
2-ply wipers with 
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tell me more... 


about these 


This page is provided for your convenience. To obtain additional information on new products, trade literature and advertised products in this 
issue, simply circle the corresponding number on the perforated card below, fill in your name, business address and mail the card. 


ADVERTISED PRODUCTS 


101 Add Sales Co. — Store fixture — page 
53. 


102 Addo-X, inc. — Economy adding me- 
chine — page 46. 


Advance Products, Inc. — 1961 cata- 
log — page 39. 


Anco Wood Specialities, Inc. — Pre- 
sentation easels — page 49. 


Apex Business Systems — Business 
forms — page 48. 


Bankers & Merchants, Inc. — New cata- 
log — page 52. 


Bankers Box Co. — Transfer file — 
page 52. 


Bausch & Lomb, Inc. — New booklet — 
page 43. 


Bay Products, Inc. — Shelving and shop 
equipment — page 47. 


Bee Paper Co., Inc. — Graph papers — 
page 41. 


Bergstrom Paper Co. — Office printing 
papers — page 33. 


Bostitch, Inc. — Staplers and staples — 
page 4. 


Bridgepoint Playing Card Co. — Card 
playing accessories — page 44 


Brush, John D., & Co., Inc. — Safes — 
page 43. 


Simply circle the num- 
ber of the product or 
service you would like 
to know more about, 
and drop this card in 


116 Burroughs Corp. — Adding machines — 
page 34-35. 


Douglas-Stemac, Inc. — Desk nameplate 
— page 53. 


Ed-U-Cards Mfg. Corp. — Games — 
page 53. 


Flash Mfg. Co.— Marking devices — 
page 32. 


Freund-Mayer & Co., Inc. — Party ac- 
cessories — 3rd cover. 


Gibson, The C. R., Co. — Business forms 
— page 13. 


Globe-Wernicke Co., The — Business 
furniture and equipment — page 14-15. 


Goes Lithographing Co. — Corporation 
package — page 51. 


Guide System & Supply Co. — Hanging 
folders — page 47. 


Handicraft Tools, Inc. — Office knife — 
page 41. 


Haskell, Inc.—Work stations—page 3. 


Hoggson & Pettis Mfg. Co., The— 
Ticket punches — page 50. 


Hunt, C. Howard, Pen Co. — Pencil 
sharpeners — page 48. 


K & C Metal Products Co., Inc. — Steel 
desk — page 50. 


Linck, O. E., Co., Inc. — Decorating de- 
vice — page 52. 


Mailers Equipment Co., Inc. — Stamp 
atfixer — page 53. 


Tell-Me-More Dept. 


MODERN STATIONER : ) Dealer 


) 


| want to receive (continue receiving) MODERN STATIONER ( ) Yes ( ) No 


1-61 
Please Print or 


Street Address 


Type Information ' 
a 


Business Name 


132 Melind, Louis, Co. — Marking devices 
— page 50. 


133 Montag, Inc. — Social stationery — 
page 37-38. 


134 Morris, Bert M., Co. — Letter tray, desk 
accessories —— page 45. 


135 Murphy Mfg. Co., Inc. — File cabinets 
— page 47. 


136 Murphy-Miller, Inc. —Walnut desk 
series — page 42. 


137 Oxford Filing Supply Co. — Filing sup- 
plies — page 10. 


138 Port Huron Sulphite & Paper Co. — 
Manifold carbon paper set — 2nd 
cover. 


139 Print-O-Matic Co., Inc., The — Folding 
machine — page 50. 


140 Regna Cash Registers, Inc. — Cash reg- 
isters, adding machines, safes — 4th 
cover. 


141 Remington Rand Div. Sperry Rand Corp. 
— Adding machine — page 8. 


142 Rogersnap Business Forms — Stock 
forms — page 48. 


143 Rowles Mfg. Co. — Chalkboards, bul- 
letin boards — page 46. 


144 Royal Register Co. — Continuous reg- 
ister forms — Page 6-7. 


145 Safety Cutter Co. — Paper cutter — 


Position 





( ) Mfr's. Representative 








Advertised Products: 


111061912 —=«1:93 
127 128 129 
143 144 145 


a convenient mailbox. 114 115 116 
No postage is needed. 130 131 132 


146 147 148 


New Products: 1} 2 3. 4 5 6 7 8 9 10 131 12 13 14 15 16 17 18 
19 20 21 22 23 24 25 26 27 28 29 30 31 32 


Yours For The Asking: A B C OD CE G 





ADVERTISED PRODUCTS 


146 


Seneca Novelty Co., Inc. — Rulers — 
page 41. 


Sengbusch Self-Closing Inkstand Co. — 
Office aids — page 49. 


Stelzer Moldings, Inc. — Movable office 
partitions — page 36. 


Sterling Plastics Co. — Pencil sharpener 
— page 41. 


Tiffany Stand Co. — Machine stand, 
utility table — page 44. 


Van Valkenburg, L. D., Co. — Memo 
clip — page 54. 


Weis Mfg. Co., The — Hanging fold- 
ers — page 47. 


Wiemer’s, Inc. — Desk top cleaner — 
page 54. 


Wilhold Glues, Inc. 
page 50. 


— White glue — 
World Publishing Co., The — Diction- 
ary, bonus offer — page 29. 


Imperial Methods Co. — Filing supplies 
— page 42. 


Vogel Peterson Co.—Hat and Coat 
racks — page 52. 


New Products 


1 


2 


New Vinyl Bookbinding 


Electric Typewriters 


Postage 


Will 


be Paid 
by 


Addressee 


Radio Desk Set 
Redesigned Portables 
Addresser Display 
Pencil Well, Sharpener Set 
Portable Typewriters 

New Chair Line 

Long Carriage Portable 
Special Character Type Keys 
Check Jogger 

Movable Office Partitions 
Ball Pen Promotion 
Zip-packed Paper 

Office Plan Template 
Open Shelf Files 

Desk Heater 

New Low Cost Adders 
Corrugated Mailer 

New Waste Basket Designs 
Self-Counting Coin Holder 
Cellophane Tape 

Modular Units 


Leather Cases 


No 


Postage Stamp 


Necessary 


If Mailed in the 
United States 














BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.&R., 


DULUTH. MINN 














TELL-ME-MORE DEPT. 





MODERN STATIONER 


1 EAST FIRST STREET 


DULUTH 2, MINNESOTA 


eer ty ome 


Bes Bae 


fa! sea 


tell me-more.... 


about. these 


Drowing Boards 


Binder Display 


New Color Sticks 


Film Marker Pencil 


Desk Nameplate 


Pins in Color 


Carbon Paper for Electrics 


Stamp Catalog 


Yours For The Asking 


Raised Letter Printing 

Label and Tape Brochure 
Leather Goods Catalog 

1961 Accessory Catalog 
Contemporary Card Brochure 
Carbon Comparison Brochure 


Partition Catalog 


To obtain additional 
information on new 
products, literature or 
advertised products 
described in this issue 
use this card, which is 
provided for your con- 
venience. 
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Find out if you’re “in the know” 


by answering these questions... 


QUESTION: Who is Freund-Mayer? 


ANSWER: As a steady advertiser in this magazine we're newcomers, but to scores of stores from coast to 
coast we are known as the party paper line with the ‘‘look."’ 


QUESTION: What makes Freund-Mayer different? 


ANSWER: All of our merchandise is freshly imported. We feature new ideas, designs, packaging, and colors 
unmatched anywhere. If your customers demand the unusual and if you require a line with the 
very best mark-up possibilities, we are the people to contact. 


QUESTION: What is the best thing about Freund-Mayer? 


ANSWER: ... The way our merchandise uses itself up. Just 27 days and your customers need more! 


QUESTION: What type of stationer can handle our line? 


ANSWER: We find that social stationers are especially interested, but more and more office suppliers are 
becoming FM customers, too. 
By the way there are still some department stores that are not listed among our customers. 


QUESTION: Where can you see the Freund-Mayer line? 


ANSWER: At any major trade show or at our New York Showroom where the welcome mat is out for you 
all the time. If you're an old customer, let this be a reminder of empty shelves. Our representa- 
tives will be happy to contact you. 


QUESTION: How can you learn more about Freund-Mayer right now? 


ANSWER: Circle our number on the opposite page. We'll send you a most unusual catalog absolutely 
free! 


| aT 


freund=-mayer & Co., inc 
230 FIFTH AVENUE / NEW YORK 7, N. Y. 
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Don’t miss this opportunity of your lifetime! This complete Dealg 
Line (more than 50 models) of low-priced REGNA cash registey 


and adding machines spells PROFITS, PROFITS and mor 
P-R-O-F-I-T-S! 


Stream-lined, jet-age models surpass all expectations of busine ) 
builders with an eye on tomorrow. Your choice of electric, hand, 
keys or full keyboard machines. 


Write today for informative literature. 


Move fast 
it’s profitable! 


[t’s low-priced! It’s profitable! 
| Mail the coupon—Mail it today— 
Mail it NOW! 


JOELI fire-proof 
safes of unusually 
unique design, are 
covering the globe 
with tremendous 
sales success. Several 
sizes and models 
available. 


— ea a a a a ew lll \o) es, a } 
EUR | 

REGNA CASH REGISTERS, INC. 

175 Fifth Avenue, New York 10, N. Y. 


r 
1 
1 
if 
' 
: Gentlemen: 

I Please rush more information on the 
} complete Line of REGNA Cash Registers, 

y REGNA Adding Machines, JOELI Fire-proof 
1 Safes, and outline advantages of becoming an 

: independent REGNA-JOELI Dealer. 

1 

1 

1 

i 

‘ 

I 

i 

I 

L 


Name...... 


a ee oe ee me eel 


In Canada: Regna Cash Registers of Canada, Ltd. Address 


704 Notre Dame St. W., Montreal, Que. 
OUTSIDE CONTINENTAL U. S.: 
Jorgen S. Lien, Box 522, Bergen, Norway 


--- for more details circle 140 on last page 











egisters - adding machines « safe 


Don’t miss this opportunity of your lifetime! This complete Dea 
Line (more than 50 models) of low-priced REGNA cash registe 
and adding machines spells PROFITS, PROFITS and ma 
P-R-O-F-I-T-S! 


Stream-lined, jet-age models surpass all expectations of busine 
builders with an eye on tomorrow. Your choice of electric, hand, 
keys or full keyboard machines. 


Write today for informative literature. 


Move fast 
it’s profitable! 


[t’s low-priced! It’s profitable! 
| Mail the coupon—Mail it today— 


Mail it NOW! 
REGNA CASH REGISTERS, INC. ™ 


175 Fifth Avenue, New York 10, N. Y. 


JOELI fire-proof 
safes of unusually 
unique design, are 
covering the globe 
with tremendous 
sales success. Several 
sizes and models 
available. 


Gentlemen: 


=~ 
1 
1 
| 
1 
i 
1 
l= Please rush more information on the 

} complete Line of REGNA Cash Registers, 

I REGNA Adding Machines, JOELI Fire-proof 
i Safes, and outline advantages of becoming an 

: independent REGNA-JOELI Dealer. 

t 

1 

| 

i 

t 

a 

I 

I 

L 


Name 


In Canada: Regna Cash Registers of Canada, Ltd. Address 


704 Notre Dame St. W., Montreal, Que. 


OUTSIDE CONTINENTAL U. S.: 
Jorgen S. Lien, Box 522, Bergen, Norway 


--- for more details circle 140 on last page 








